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LOINGS SUPP Leo 


The Dealer and Air- 


Conditioned Homes 


How the dealer can make more sales 
in the ‘Climatized’ Home Boom is 
explained on pages 21-23. This fea- 
ture brings you up-to-date on South- 
ern research and progress in air-con- 
ditioned homes. Prefabricated by 
U. S. Steel Homes, Inc., the air-con- 
ditioned house at left is in Coronado 
Acres at Chamblee, Ga. 


Store Remodeled for 
One-Stop Service 


This Georgia dealer has added new 
departments and displays to serve 
more Do-It-Yourself customers more 
profitably. This display shows rental 
tools, paint accessories, trims. See 
pages 28-29. 


How Dealer Builds Big Volume on CUSTOM SCREENING .. . page 26 


When Is A Wholesaler Not a Wholesaler — see ‘Horse Sense’ page 19 


11,750 This | 





(7) “BURNS sells fast...keeps stocks moving! 
# s BURNS high mark-up means more profits! 
3) BURNS satisfies customers... brings repeat 


business! 


it-wise merchants are ‘“‘cashing-in’’ on a 
growing ‘do-it-yourself’? market and on the 
rrowing demand for BURNS TENSION SCREENS. 


BURNS Screens are easiest to install, easiest to 


store and easiest to sell. 

BURNS Screens are. precision made to insure 
perfect fit. There is no frame to warp and the 
tension catch keeps them forever tight. They’re 
ill aluminum, weather-proof and maintenance 
free 

BURNS Screens mean... quick sales, repeat 
business, rapid turnover and. greater profits for 
you! 
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BURNS SCREENS are Individually packaged 
They are easier to display easier to han 
dle and easier to store (altractive 
package also serves as con 


tainer for winter storage!) 


For further 
information write or wire 


BURNS MANUFACTURING CO. 


LOUISVILLE © GEORGIA 
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VANTED! 


Exclusive Franchised Dealers 


FOR 
ALL PURPOSE °° ALL ALUMINUM 


auwm) Sectional Awnings 


AWNINGS 





Louvers for 
Ventilation 


’ 


* Soundly Constructed 


* Designed for 
Permanence 

* Styled for Beauty 
in 12 Decorator Colors 

* Economically Priced 
to Suit any Budget 

* Custom-Built to Fit 
Every Need 


FOR FULL INFORMATION, @2CLE today! 


COSTAL 


ACOSTA Awning Corp. © 823 Maria St. 
Kenner,La. 
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Flintkote Stri-Color Siding is being applied 
over Flintkote Sheathing with Flintkote 
Hook-Nails on one of the houses in the 
Joseph Meyerhoff Company’s Woodcroft 
development. 


Big Baltimore Builder Brings\ 
Better Quality and Economy 


fo Basic Style Homes 
with FLINTKOTE Sheathing, Siding and Hook-Nails 


The Joseph Meyerhoff organization of Balti- 
more, Maryland . .. headed by Joseph Meyer- 
hoff, a past president of the NAHB, and his 
son, Harvey M. Meyerhoff . . . has built a lot 
of houses during the past 30 years. Thousands 
of them! 


In this particular development the company 
is building 320 new homes of four basic styles 
. all of which will be completed in 1954. 


Beauty, quality, economy and speed of con- 
struction are all assured in this new sub- 
division through the use of Flintkote Sheath- 
ing, Siding and Hook-Nails. 


F'lintkote Stalwart* Insulation Sheathing 
Board, both impregnated and coated, has great 


structural strength and moisture resistance. 
This rigid sheathing, with high racking 
strength and high insulation value, gives a 
combination of economic factors designed to 
please both builded and future homeowners. 


Beautiful Flintkgte Stri-Color Asbestos- 
Cement Sidings . . .\with the famous water- 
repellent, stain-resistant DURA-SHIELD* 
Finish . . . make these, houses very attractive. 
These handsome, fireproof sidings, in a range 
of solid and pastel color§, harmonize with other 
modern siding materials simplifying the styl- 
ing of either a single house or of a development. 

It will pay you, too,‘in many ways, to 
recommend Flintkote Building Products. Write 
us for a free catalog. *A he Mark of The Flintkote Company 





“The Flintkote Hook-Nail is 
the most practical asbestos- 
cement nail fastener on the 
market today,’’ said Mr. 
Vernon Smick, President of 
the Vernon H. Smick Com- 


of this new Joseph Meyerhoff 
Company development. 


It is a cinch to drive Flint- 
kote Hook-Nails. Application 
is fast, good alignment is as- 


pany of Baltimore, applicator sured. And thesiding stays put. 








THE FLINTKOTE COMPANY, Building Materials Division, 
30 Rockefeller Plaza, New York 20, New York. 
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806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 


BARON CREAGER, Southwestern Editor, 
National City Building, Dallas 1, Tex. RAndolph 7673 


CHARLES E. SMITH J. A. MOODY 


Assistant Business Manager Production Manager 


FRANK P. BELL 


Business Manager 





Features for and about Southerners 


The Dealer's Stake in Climatized Home Boom 
Two Ways to Build Roofing Sales 

Landing More Jobs for Gypsum Board... 

Ideas That Move Materials and Traffic ot 
Remodels Store for Complete One-Stop Service... 
Factory Demonstrations Boost Plastic Sales 


Where to Find Classified News 


News of the Industry for Material Dealers. . 
Washington News of Interest to Dealers. . 
Silent Salesmen You Should Put to Work. . . 
Activities of Local and State Associations. . . 
Dealer News from the South and Southwest. 
New Products for Dealers to Sell and Use... . 





Copyright, 1954, W. R. C. Smith Publishing Co., Atlanta, Ga. 


NB P| BUSINESS PUBLICATIONS AUDIT OF CIRCULATION 


NATIONAL BUSINESS PUBLICATIONS 
Published monthly and mailed without charge to the wholesale and 


retail lumber and building material dealers in the 18 Seuthern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year 


Business Representatives 


CHICAGO: Robert A. Blum, 338 North Michigan Avenue, Tel. Centra! 
6-4131. 


CLEVELAND: W. G. Sheehan, 17021 Amber Drive, Cleveland 11, Ohio 
Tel, Winton 1-13806, 


GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 


LOS ANGELES: L. B. Chappell, 6399 Wilshire Boulevard, Los Angeles 
48, Calif., Tel. Webster 38-9241. 


NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, Te! 
University 4-2087, 


Published Monthly in Atlanta, Ga., and Charlotte, N. C., by 


W.R. C. SMITH PUBLISHING COMPANY 


Publishers Also of 


SOUTHERN AUTOMOTIVE JOURNAL 
TEXTILE INDUSTRIES 
ELECTRICAL SOUTH 


SOUTHERN HARDWARE 
SOUTHERN APPLIANCES 
SOUTHERN POWER & INDUSTRY 


W. J. Rooke, Chairman of the Board; Ricnagp P. Smiru, President 
T. W. McAtutster, First Vice-President; E. W. O'Baien, Vice-President 
A. E. C. Smrrn, Vice-President; O. A. SuHarpiess, Treasurer ; 

A. F. Roserts, Secretary. 
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~ 
if the best Arwen of all * 
is fastest to install... ( 


\, Speeity TENSION Lite 7 


Sizes for any 

double -hung or 
louvre window 
TENSION -#ite aluminum 


screens fit all wood double 
hung or jalousie windows 


Built-in 
template 


Assures fast, mistake- proof 
installation. Screen is cor 
rectly centered at all times 
, 

Put up with only %\ 4 
5 screws ~ j fu) 

Oy a SS 
The five screws (six on 
screens wider than 3’-0’’) are 
inserted in seconds. No 
loose hardware—no lefts or 
rights. 


ZZ 


Zp 


TENSION-tite screens are superior 
in many ways...for example: 


FEATURES 





ADJUSTABLE 
TENSION 


Tension does not 
depend on springs. 





SELF-CENTERING 


Screen cannot slide 
to right or left 
when opened. 





NON-BOWING 
BOTTOM BAR 


Center clip provided 
on all wide screens. 





PRE-ATTACHED 
HARDWARE 


Nothing to lose. 
No lefts of rights 
to install. 





NO LEVERS 


Children play with 
tension levers; fre- 
quently snap them 
off 








FASTENS 
TO SILL 


No danger of split- 
ting vertical blind- 
stops. 





There is never any painting, 
rust or staining with TEN 
SION-H#ite screens. They are 
made entirely of aluminum 


See Sweet's Light Construction Pile 56/Ru for additional data or write 


2701 Eight 
New Orle 
Window re 


f° 








CAN BE PUT UP 
FROM OUTSIDE 


If upper sash is 
stuck or nailed. 











RUDIGER-LANG CO. 


t., Berkeley 10, Calif. +» Suite 310, International Trade Mart, 
* Distributed in Southern California by TENSION-tite 
o., 8473 Beverly Boulevard, Los Angeles 48, California 
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If You're Not Already a Per-Fit Dealer. . . 


YOU'RE MISSING 
SOMETHING... 





5 Great Windows in 


PER-FIT double-hung alu- 
minum windows. Custom 
quality at mass produc- 
tion prices. 


BEST-VENT. The unusu- 
ally appealing new type 
double-hung, priced to 
attract any builder. 


PER-FIT SLIDER. The 
amazing new aluminum 
horizontal sliding win- 
dow with 21 outstanding 
quality features. 


#500 PER-FIT SLIDER 
with all 21 outstanding 
features plus a money- 
saving fin and interior 
trim that permits on-the- 
job adjustment to any 
through-wall thickness. 


GLASS BLOCK WINDOW 
—a sturdy new project-in 
aluminum window engi- 
neered for glass block 
walls, 








~ 





and we can PROVE it! 


The Prr-Fir Line is the fastest growing line of alumi- 
num windows on the market today! Dealers all over 
the country are discovering new and bigger profit 
opportunities with this complete line of quality 
aluminum windows—and for good reasons. 


Prices — prices that put you in line with the toughest 


competition in town. 


Features — more exclusive features that are wanted by 
both home owners and builders . . . features that give you 
more to offer .. . that will help you close more sales easier. 


Factory Support—prompt deliveries to help you hold 
down inventory and speed turnover . . . dealer merchan- 
dising plans spearheaded by national advertising plus local 
direct mail . . . display stands . . . product literature . . . 


technical literature, and more! 


But why not see for yourself? Write today for com- 


plete information on the new PER-FiT line for 1954. 


® 
Bet) ren PRODUCTS CORPORATION 
Me 1267 EAST S2ND STREET - INDIANAPOLIS 5, INDIANA 
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association 
directory... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mary K. Harless. Tel. 7-3195. President: Peter Fyfe, 


Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Robert R. Stair, Little Rock, 


Ark. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: Allen Johnson Sr., 
Albany, Ga 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 6-5541. President: W. M. Spurrier, 
Charlotte, N. C. 


Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary- 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi 
dent: Ray C. Tylander, West Palm Beach, Fila. 


Kansas Lumbermen’s Association—Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: Henry C. Wildgen, 
Hoisington, Kas. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: H. L. Shannon, Henderson 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Shelby Hill, 
Monroe, La. 


Lumbermen’s Association of Texas — South Coast Life 
Insurance Building, Houston 2, Tex. Executive Vice 
President: Gene Ebersole. Tel. PReston 9157. President 
Harvy L. Richards, New Braunfels, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
W. R. Lamar, Washington, D. C. 


Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- 
dent: Sam Simmons, Grenada, Miss. 


National Building Material Distributors Association— | | | 
W. Washington Street, Chicago 2, Ill. General Manager: 
S. M. Van Kirk. Tel. Franklin 2-3149. President: H. M 
Dooley, Saginaw, Mich. 


Netional Lumber Manufacturers Association — |319 
Eighteenth Street, N. W., Washington 6, D. C. Exec 
Vice-President: Leo Bodine. Tel. Decatur 2-1050. Presi 
dent: James R. Bemis, Prescott, Ark. 


National Plywood Distributors Association — 20 N 
Wacker Drive, Chicago 6, III. Managing Director: Charles 
E. Devlin. Tel. Financial 6-2871. President: Robert C’ 
Whitmeyer, Gloucester City, N. J. 


National Retail Lumber Dealers Association — 302 Ring 


Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional 
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Increase Your Sales!.. 
Increase Your Profits!.. 


.-» With SLIDE-MASTER horizontal sliding 
glass doors and windows! 


There‘s faster and greater profits for you in 
Slide-Master Glass Doors and Windows! 
..-@ product of many years of engineering 
experience incorporating the latest design 
principles thus insuring many years of 
trouble-free operation. Our own new engi- 
neering process provides a weather-seal 
and prevents rattles or side-play. Slide- 
Master is becoming more and more in de- 
mand today! Get your share of those prof- 
its today with a guaranteed product! 


VERSATILITY IN GLAZING 


@ '/,” polished plate for on the job glazing 


® Patented double glazed units with 
compressible rubber sealer employing 
our chemical dehydration process 


Units built to take standard Thermo- 
pane or Twindow glass sizes 


Special units for special sized Thermo- 
pane or Twindow glass 


Designed for Modern Living 


Sideyfastep 


GLASS DOOR AND WINDOW CoO. 
9015 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 
CRESTVIEW 6-4495 * BRADSHAW 2-3949 





DISTRIBUTOR INQUIRIES INVITED 
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USED BY... 
Furniture Mfgs, 
Cabinet Shops, 
Architects! 


EVERYONE'S 
TALKING ABOUT! 


EDSCO TWIN-SET 


CENTER DRAWER GUIDE 


COMPAHION EDSCO 


PRODUCTS Here is your guide to more profitable 
business! Give your drawers the feather- 
touch operation with TWIN-SETI 


« Easy to Install « Non-Binding 
« Low Cost + Non-Sticking 
« insures True Alignment « Non-Tilting 
“TINY-TOT” Twin « Snug Fit « Self-Threeding 


Nylon Drawer Roller 


12 Available Sizes, fit drawer length 
from 125%" to 24/2" 
Dealer inquiries Invited 


“KUSHIONED” For Catalog and Price List 
Drawer Stops write Dept. SB-1 


THE EXTENSION DRAWER SUPPORT COMPANY 


r Ang 





6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Oklahome Lumbermen‘s Association — 815 Leonhardt 

Building, Oklahoma City, Okla. Secretary-Manager: W. M. 

ae. Tel.: 7-0338. President: Virge Steger, Durant, 
kla. 


Producers Council—1001 Fifteenth Street N. W., Wash- 
ington 5, D. C. Managing Director: John L. Haynes. 
Tel. Executive 3-1213. President: Elliott C. Spratt, St. 
Joseph, Mo. 


Southern Builders Supply Association—8 | 4 Howard Ave- 
nue, New Orleans, La. Secretary: Herbert Jahncke. Presi- 
dent: Fred J. Grace Jr., Baton Rouge, Loa. 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: Thomas 
Birchfield. Tel. 8-4588. President: James M. Green, 
Orangeburg, S. C. 


Southwestern Lumbermen’s Association—5 12 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Sam M. Arnold, 
Kirksville, Mo. 


Tennessee Building Material Association—7 1 | Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn. 


Virginia Building Material Association — 3305 Monu- 
ment Avenue, Richmond 21, Va. Secretary-Manager: 
Harris Mitchell. Tel. 6-1749. President: Forrest G. Brice, 
Ashland, Va. 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: George W. Kelly, 
Charleston, W. Va. 





-< for blankets every 


OOL enou 


in La 
night, Hotel Mountain ? ’ 
on. Located in the picturesque | ns 
once wi is gure se, Lana bape 
} idi nd the quiet pe 
ag ey: Colorful private ones . 
oo hotel accommodations to choose from. 
wR caenable rates—American Plan. Opening 


date June Ist through Sept. 15th. 


ke is ideal for family 
e mountains © 


MONTICELLO 
Norfolk, Virginia 





AFFILIATED RATIONAL ROTELS 


ALABAMA TEXAS 
WOT, ADMIRAL SEMMES Moble HOTEL STEPHEN F. AUSTINA... Austin 
WOTEL THOMAS JEFFERSON, Bi he WOTEL EDSON. Beoumont 


oe" 





DISTRICT OF COLUMBIA HOTEL BAKER coeccereceeceenee 

WOVEL WASHINGTON ~owevenee\Woshington  WOTEL TRAVIS... 
HOT, CORTES mocoseccorersorecversees 
MOTEL SUCCANEER .... 
HOTEL GALVE? ........ 
MOTEL JEAN LaAFITTE 
CORONADO COURTS, 
MIRAMAR COURT... 
HOTEL CAVALIER --cevereeeeerenes 


MOTEL LUBBOCK ............. 
HOTEL FALLS... rnrevevene 


ANGELES COURTS..............-$0n Antonio 
VIRGINIA 


MOTEL MOUNTAIN LAKE _. Mountoin tone 
WOTE WADE HAMPTON .......Cohymbie HOTEL MONTICEULO — ro eenee Mortal 
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GREGG & SON, INC. 
FRAMINGHAM, MASS. 


GENTLEMEN: Please send me Brochures and Prices on Gregg Corner 
Cabinets, 


NAME- sania aa “" eee 
I cndeciemsaictans 

a catsiaiaasiist 

ciry- 




















- emetmsnssnese beds hii@QVPR 
Py 


Ce eT ae | a 
ee ser “ie 


ARC RAISES 4 


“ qo ead a 


oth 


"EVERYTHING HINGES ON HAGER 


—_ 


—— 
PREE! i you enjoyed laughing at Herb Brammeier's mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular “Everything 


Hinges on Hager"’ cartoons! It's FREE! Just address HINGES 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo, 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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3. The New Guide for Home Decora- 
tion. Showing latest Decor-matic 
Colors. Easy to choose, easy to use 

. a wide variety of modern deco- 
rator-approved color schemes. The 
Decor-matic Dial makes it simple to 
find matching, contrasting or com- 
plementary colors in flat, semi-gloss 
or gloss enamels for walls and trim. 
The Peaslee-Gaulbert Paint & Var- 
nish Company, Louisville, Ky. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New color chart 
shows three patterns and 10 colors of 
AFCO Prefinished Wallpanels. An- 
other booklet pictures various metal 
trims and mouldings. A new “How 
to Install” booklet, as well as a con- 
sumer product folder is also avail- 
able. The A&F Tileboard Co., Inc., 
Box 4085, Alexandria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


23. Heatilator Fireplaces. Illustrated 
booklet gives complete information 
on famous Heatilator unit. Describes 
the many advantages of the steel fire- 
place form including smokeless op- 
eration, heat circulating feature. 
Builders are assured of perfect op- 
eration—never plagued with com- 


laints. In many areas Heatilato: 

ireplace is the only source of heat 
needed in the home. Heatilator, Inc., 
Syracuse, N. Y. 


29. Awning Windows. Iilustrated 
Catalog No. 102 gives size schedule, 
specifications and construction de 
tails on Gate City Wood Awning 
Windows. Complete dealer informa 
tion is available on request. Write 
the Gate City Sash & Door Co., P. O 
Box 901, Fort Lauderdale, Fla. 


33. All Weather Sheathing. Free 
booklets describing a new All 
Weather Sheathing waterproofed and 
sun-fast and complete application 
directions for use as a base for wood 
siding, masonry veneer, stucco, wood 
shakes or asbestos shingles. Standard 
4 widths and king size 8’ widths 
Booklets suggest various uses for this 
new sheathing around the home, in 
dustrial plants and for farm service 
buildings. Ask for a free sample 
tg A ome Co., PR Dept., Lockport, 
N.. ¥, 


37. Folding Stairways. New folde: 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair 
way. Operations are well illustrated 
Wel-Bilt Products Company, Box 95 
Memphis, Tenn. 


47. Flexboard. A new handbook con 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 


55. Wallboards. Samples and descrip 
tive literature available on Plaster 
on Duo-Tone and Perfect-O-Cel! 
bre wall boards, along with Lock 
aire decorative and sheathing insula 
tion boards. The Plastergon Wal! 


Board Co., Philadelphia Ave., Buffalo 


', aX. 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included. Insulite, 500 Ba- 
ker Arcade Building, Minneapolis 2, 
Minn. 


65. Rock Wool Insulation. Folder 
lists types and sizes of rockwool in- 
sulation products with application 
instructions. “K” factors and “U” 
values are given with diagrams of 
typical construction, with and with- 
out insulation. The National Gypsum 
CO ee Delaware Ave., Buffalo 2, 
N. a; 


85. Farm Book. New 16-page book 
showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 
drawings of application. For selec- 
tive distribution to farm building or 
remodeling pro ts. The Celotex 
i 120 S. LaSalle St., Chicago 3, 


87. Outdoor Fireplaces. A wide va- 
riety of outdoor places and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13905 
Miles Avenue, Cleveland, Ohio. 
95. Paint Thinner. Tandrotine — a 
pleasant - smelling, non-toxic paint 
thinner—is described in a new two- 
color folder. It is said to be excellent 
(Continued on page 11) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Nome___ 
Company 
Address___ 


City & State 





Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


July, 1954 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 
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“With name products, a broad inventory 
and good promotion, you just can’t miss,” 


says J. M. Lewter, TCI Dealer in Huntsville, Ala. 


M r. Lewter, who is one of the 
South’s most successful fencing and 
roofing dealers, has some definite 
ideas on how to increase sales. Per- 
haps they will help you. 

First, he believes, you’ve got to 
carry quality products . . . products 
that assure complete customer con- 
fidence and satisfaction. Mr. Lewter 
carries TCI fencing and roofing 
products exclusively. Not only does 
this assure ready customer accept- 
ance, but it also facilitates handling 
and stocking, lowers freight and 
bookkeeping costs, and aids promo- 
tional planning. 

Then you’ve got to keep a broad 
inventory of those products most 
commonly called for in your area... 
so that even large orders can be 
quickly filled out of stock. The cus- 
tomer should always be able to get 
just what he wants when he wants it. 

And, of utmost importance, is good 
promotion. Mr. Lewter takes full ad- 
vantage of TCI’s radio and farm 
magazine advertising. Each broad- 
cast and advertisement represents a 
direct plug for the dealer that carries 
TCI products . . . if the local people 
know he carries them. That’s why 
it pays to display the USS Dealer 
Sign for all to see. And TCI offers a 
complete line of promotional mate- 


rial for direct dealer use — product 
literature, signs and displays, farm 
building plans, envelope stuffers, 
and other sales aids. 

Build your sales with a broad in- 
ventory of quality USS products. 


1b Ae. 


TENNESSEE COAL & IRON 
DIVISION 


UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES: CHARLOTTE © FAIRFIELD + HOUSTON 
JACKSONVILLE + MEMPHIS * WEW ORLEANS + TULSA 


USS AMERICAN FENCE 


USS TENNESEAL V-Drain ROOFING 
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for cleaning brushes, removing paint 
and grease, dissolving wax, and other 
household uses. Turpentine and 
Rosin Factors, Inc., Savannah, Ga. 


107. Red Cedar Shingles. A pan e 
handbook describes proper methods 
of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Red Cedar Shingle Bu- 
er 5510 White Building, Seattle 1, 
ash. 


117. Southern Pine Lumber and Oak 
Flooring. Write for complete infor- 
mation on prices, quantity and qual- 
ity. Also, yellow poplar, red cedar 
closet lining and K.D. Pine Flooring. 
W. J. Word Lumber Co., Scottsboro, 
Alabama. 


141. Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
rams and sizes describes Hope’s 

sidence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows are Hope’s type 
“H” Standard Doors. Hope’s in- 
dows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Sectional Doors. 
Attractive new 8-page catalog illus- 
trates and describes styles and sizes 
of “How-ell-dor”’ sectional uplift 
residential and commercial garage 
doors. Technical data also supplied 
for “How-ell-dor’ accessories and 
electric operators. The Howell wm a 
Co., 7206 Hasbrook Ave., Philadel- 
phia 11, Pa. 


161. Ready-Trimmed Window Units. 
Outside-inside trimmed Fenestra res- 
idence steel casement units are 
covered in 4-page folder, RE-23. 
Includes table of casement types and 
sizes, installation details and infor- 
mation on hardware, inside screens 
and inside storm sash. Detroit Steel 
a Co., 3227 Griffin, Detroit 11, 
ich. 


163. Perimeter Heating. Informative 
folder describes correct method of 
laying clay pipe for warm air heating 
ducts. Gives sizes and specifications 
of pipe required as well as plan for 
model system. To obtain, write: W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
Street, Kansas City 6, Missouri. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co.; Dept. 
CLP, world’s only manufacturer of 
both tape and spiral balances, 63 
Commercial St., Rochester 14, N. Y. 


177. Resolite translucent structural 
pense. In a 12-page multicolor cata- 
og. Resolite panels of Fiberglas- 
reinforced resin plastic are complete- 
ly described, including technical data 
on structural strength and light 
transmission for the eight standard 
colors. A table gives standard sizes, 
corrugations, and weights. Methods 
of application for structural and dec- 
orative uses are shown. Resolite Cor- 
poration, Zelienople, Pennsylvania. 


183. Hollow-Core Doors. New archi- 
tect’s file folder shows detailed con- 
struction, available sizes and other 
interesting specification data for 
General Gibraltar and Kentucky 
Colonel hollow-core flush doors. 
General Plywood Corporation, Louis- 
ville 12, Kentucky. 


195. Baked Finish Wallboard Panels. 
Five new color folders showing use 
of Wallace Wallboard Products. Two 
folders show Wal-lite, two folders 
cover Satin-lite line and one folder 
describes Grani-lite. Each describes 
uses in kitchens, bathrooms, utility, 
recreation, etc. Also excellent for 
commercial installations. Complete 
information on request. Wallace 
Manufacturing Co., 10th and Fayette, 
North Kansas City, Mo. 


201. Laminated Panels. Novoply, an 
unusually stable, mosaic-textured all 
wood panel of many uses, and Plank- 
weld, prefinished hardwood plywood 
panels edge-grooved for easy wall 
installation, are described in two 
folders issued by United States Ply- 
a la 55 West 44th St., N. Y. 


203 Fiber Glass Insulation. A new 
booklet, “Fiberglas Insulations for 
Light Construction,” includes design 
and application data on Fiberglas 
roll blankets, batt blankets, pouring 
wool, perimeter insulation, and util- 
ity batts. It also gives information 
on condensation, ventilation, and 
other insulation design considera- 
tions. Owens-Corning Fiberglas 
Corp., Toledo 1, Ohio. 


229. Awning Windows, Storage Cab- 
inets. Two new booklets in full color 
and illustrated throughout describe 
these outstanding Bilt-Well Products 
Sketches and photos show Awning 
Windows flexibility and character- 
istic features for beauty and ease of 
operation. Bilt-Well Cabinets are at- 
tractively presented for use through- 
out the home. Carr, Adams & Collier 
Co., Dubuque, Iowa. 


233. Western Pines Home Interiors. 
24-page booklet with eight full-color 
pages shows interiors of all rooms 
finished in knotty and clear paneling 
of Western Pine. Western Pine As- 
sociation, Yeon Building, Portland 
4, Oregon. 


239. Aluminum Tension Screens. A 
descriptive catalog sheet and an en- 
velope-size folder tell how new 
Burns screens offer the advantages 
of both aluminum and tension-type 
design. Sketches show how easily 
the screens are installed, stored, and 
how they maintain tension through 
the years. Burns Manufacturing Co., 
Louisville, Ga. 


263. Latex Wall Finish. Colorful! 
booklet on custom color service from 
a basic white stock at point of sale. 
Color service involves no extra cost 
to dealer or customer. Patterned 
after Seidlitz’s patented Miultitint 
process for marketing a full color 
range in eleven oil base products 
with no color investment. Seidlitz 
Paint & Varnish Co., P. O. Box 37, 
Kansas City 10, Mo. 


265. North Idaho Spruce. Illustrated 
literature, specifications and finish- 
ing instructions for North Idaho 
Engelmann Spruce, the scientifically 
kiln-dried improved spruce that 
makes an ideal wood for interiors, 
furniture, cabinets and _ exteriors. 
Pack River Sales Co., P. O. Box 64, 
Spokane, Wash. 


267. Brass Hardware. Loose-leaf cat- 
alog pictures, describes, and prices 
the Ideal line of brass hardware. It 
covers butts and hinges, one-bore 


latches, barn door latches, cabinet 
latches, sash adjusters, sash holders, 
picket gate hardware, and related 
items. Ideal Brass Works, Inc., 250 
East Fifth Street, St. Paul 1, Minn. 


275. Preservative for Wood. Colorful 
booklet is actually manufacturers’ 
section of Sweet’s Catalog — Light 
Construction File. Directions for ap- 
plying by brush, spray, or dippin 

lumber is covered thoroughly, an 

recommendations for the use of a 
preservative on “Danger Spots” will 
be helpful to dealers, builders and 
architects. The Coppo Company, Inc., 
2342 So. Lauderdale, Memphis, Tenn. 


277. Colonial Corner Cabinets. Bro- 
chure and prices on the thoroughbred 
line of eorner cabinets. Authentic 
Colonial reproductions in a wide 
range of — and sizes plus the 
new Gregg Westchester designed for 
ranch homes. Gregg & Son, Inc., 
Framingham, Mass. 


279. Built-Ins With Plywood. Out- 
standing designs for plywood built-in 
features from Special Awards Com- 
petition of “Better Living Home” 
house design contest are featured in 
the booklet “A Portfolio of Archi- 
tectural Designs. for Plywood Built- 
Ins.” Available from Douglas Fir 
Plywood Association, Tacoma 2, 
Washington. 


281. Heatforms and Other Fireplace 
Equipment. Architects, draftsmen, 
home builders, and brickmasons 
identify your profession or trade and 
write to the Superior Fireplace Com- 
pany, 601 North Point Road, Balti- 
more 6, Maryland, or 1708 E, 15th 
Street, Los Angeles, California, to 
receive a portfolio filing kit contain- 
ing complete information on Super- 
ior fireplace equipment, consisting of 
Heatforms, Form Dampers, drape 
screens, fuel grates, ash dumps, 
cleanout doors, and portable barbe- 
cue equipment. 


282. Storage Space. “More and Bet- 
ter Closets” is a new booklet that 
makes suggestions for better coat, 
broom, clothes, linen, and other 
closets. It also discusses the effect of 
various types of roofs on storage 
space in houses. Advantages of 
Supercedar closet lining are given. 
George C. Brown and Co., Inc., 
Greensboro, N. C. 


285. Panel Windows. A new folder 
shows models and sizes of National 
Woodworks panel windows. Unit di- 
mensions for rough wall openings 
are given for group, single, and rib- 
bon units. National Woodworks, Box 
5416, Birmingham 7, Ala. 


287. Rosboro Lumber. “The Story of 
Rosboro” is a new booklet that tells 
the history and aims of this producer 
of Western woods. Photographs show 
logging operations, aerial view of 
the plant, and other steps involved 
in producing Rosboro kiln-dried 
lumber. Rosboro Lumber Co., Spring- 
field, Ore. 


289. Folding Doors. A new presenta- 
tion booklet covers advantages of 
an advertising material for Veni- 
flex folding doors. Color chips show 
finishes available. A chart lists prices 
and shipping weight for various 
models and sizes. Consolidated Gen- 
eral Products, Inc., Dept. SBS, P. O. 
Box 7425, Houston 8, Tex. 
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No one would ever dream of asking each member of a surgical team to name the 
medical school he attended. If anyone ever should, he’d probably find that no two 
of these skilled, highly-trained men had been graduated from the same institution. 
To Americans everywhere, the name or location of a physician’s or surgeon’s medical 
school doesn’t make the slightest difference. That’s because we have only one 
nation-wide “quality” of medical education. And it’s the best in the world. 


You see, each of our accredited medical schools lives up to the high principles 
established by the Council of Medical Education of the American Medical 
Association, whether it’s in Connecticut or California. The standards of medical 
training are truly national, applying to every school and every doctor. Any threat 
to those standards is a threat to the future health and safety of your family, your 
business, your community, your country. 


Together the nation’s 79 medical schools make up a great national resource— 
like the Red Cross, the Community Chest and other vital public services. 


Teday, the very basis on which their high standards rest is threatened. Lack of funds 
menaces the teaching and research programs of all the schools. Thus the problem 
is national, and can only be solved on a national basis, if an adequate supply of well- 
trained doctors, surgeons and medical technicians is to be assured. Find out what 
your firm’s stake in medical education is. Write for details and learn how you can help. 


FACTS YOU SHOULD KNOW ABOUT MEDICAL EDUCATION 


e There are only 79 accredited medical schools in the United States. 

e They train 82,000 undergraduates, specialists and technicians and 
graduate 6,500 doctors annually. 

e It costs from $10,000 to $12,000 to train a doctor today. 

e Tuition fees, raised 84% over 1940, cover about 20% of cost. 

ein the past decade medical teaching budgets have risen 143%; 
administration and plant operation 150%. 

e The medical schools need $10,000,000 annually in additional in- 
come to maintain present standards and train the necessary number 
of doctors required for America’s growing population. 

e ALL 79 medical schools can be aided by a single gift to the National 
Fund for Medical Education. 

e Contributions are distributed through annual grants according to a 

NATIONAL FUND FOR MEDICAL EDUCATION schedule approved by the medical schools. 

e The National Fund is a voluntary, non-profit organization ap- 
proved and supported by the American Medical Association and 
the Association of American Medical Colleges. 





For complete facts on the crisis facing medical education write to 


The National Fund for Medical Education, 
2 West 46 Street, New York 36, New York 
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Nothing sells roofing and siding faster than complete ex- 
terior color styling for either new construction or remodel- 
ing jobs. Ruberoid helps you cash in on the sales magic of 
color with its color-styling idea, nationally advertised‘in The 
Saturday Evening Post, Better Homes & Gardens, Good 
Housekeeping and farm magazines. 

First, Ruberoid’s color-related line of Color-Grained As- 
bestos Siding and Asphalt Roof Shingles in decorator colors 
gives you a complete range of harmonious colors to sell. 

Second, the Ruberoid “Colorator”, an easy-to-use selec- 
tor, helps you dramatize the application of professional 
color principles. It shows Ruberoid roofing and siding in 
pleasing combinations with trim and accent colors. 

Third, Ruberoid Asphalt Shingles offer rugged, handsome 


The RUBEROID Co. 
Asphalt and Achesfos Building Material 


beauty at no ext! 
Grained Asbestos 
beauty ... and it 


- an appealing 
Sell these colo 


Shingles with the 
dramatic sales t 


fm eee ee ee ee ewe 


The RUBEROID Co 
Dept. A, 500 Fifti 


Please send me a f 
YOUR NAME 
COMPANY 


ADDRESS 


ost. And Ruberoid’s famous Color- 
Siding offers unusual textured sidewall 
er needs paint! It’s maintenance-free 
t that helps close sales. 
itched Ruberoid Roofing and Siding 
| of the “Colorator”, one of the most 
u've ever had to work with. 


Avenue, New York 36, N. Y. 


py of the Ruberoid ‘‘Colorator.’ 


ZONE STATE 
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ARE YOU GETTING THIS 
FREE SERVICE? 





Wars you like us to send you the names of prospects who ask us 
where they can buy Firzite, Satinlac and Weldwood Plastic Resin Glue? 


We get hundreds of such inquiries every week — from the 25 
million readers of Saturday Evening Post, Better Homes and 
Gardens, Popular Science and some 20 other national magazines. 


Customer Leads — Free 


We sort out these inquiries by cities and send the names and addresses 
to any neighborhood store who registers with us as a carrying dealer. 
He contacts the customers and makes the sale! 


File Your Name Now! 


Want us to send you names of those who write in for dealer infor- 
mation from your neighborhood? Simply tell us on a post card which 
Weldwood items you carry (as listed below) and mail to Dept. CD-14. 


If you're not now stocking Weldwood Plastic Resin Glue, 
Firzite and Satinlac, you're missing plenty of profits. Order now! 


UNITED STATES PLYWOOD CORP. 
New York 36, N. Y. 


and U. S.-MENGEL PLYWOODS, INC. 
Louisville 1, Ky. 
Branches in Principal Cities—Distributing Units in Chief Trading Areas 


Largest Selling Wood Glue — Blonde or pickled effects call for 


WELDWOO0D' FIRZITE 
WHITE 
. J 
Plastic Resin GLUE For magical woodsy 
effects on hard- 
For making things or ( "IRZITE , wood or soft, ply- 
fixing things, recom- sa V wood or solid lum- 
mend Weldwood Glue ber. For light pastel 
~forall wood-to-wood tones, tint with 
bonds and many : ; , 
other uses. Makes ‘ - Colors-in-Oil. For 
joints stronger than . soft wood and fir 
oe te mee pnp ar ga he oa plywood paint jobs, 
water, Stain-free, rot-proof, highly MITE Bireitc oc 
water-resistant! For hobbyists, home WHITE Firzite as an undercoat, helps 
owners, contractors, carpenters! In 
self-selling display cartons! 15¢, 35¢, soft wood or fir plywood stain jobs, 


65¢, 95¢; 5 lbs., 10 lbs., 25 Ibs. recommend CLEAR Firzite, to tame 
wild, unsightly grain.) 


prevent grain raise or checking. (For 


In pints, quarts, gallons, drums. 
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Big demand for natural wood finishes, 


“™ SATINLAC 


The big modern 

. 4 trend is for 

ight natural wood 

SATINLAC y finishes—on furni- 

ture, wood panel- 

ing and woodwork. 

5 When customers 

SES ~ ask you what to 

use, you'll make 

friends by recom- 

mending SATINLAC. It brings out 

and preserves the natural grain and 

color-beauty of any plywood or solid 

wood. Water-clear Satinlac avoids 

that “built-up” look. Easy to brush 

or spray; dries “dust-free” in 20 

minutes, ready for next coat in 3 

or 4 hours. 

In pints, quarts, gallons, drums. 


“ay 





ECONOMICAL « EVERLASTING 


Bs fe _ : 


“ era — 

Homes by the hundreds are being built near Barnwell, S. C., just a few 
miles from the government's huge new Savannah River Hydrogen Bomb 
Project. Vitrified Clay Pipe is specified for house connections and sanitary 
sewers at the Barnwell Heights and Peachtree Homes developments, as 
well as nearly a dozen other essential building projects in this area. 


CLAY PIPE SPEEDS 
HOME CONSTRUCTION 


for workers at 
Hydrogen Bomb Project 


Barnwell, S. C., in the throes of the ‘“‘H-boom,”’ 
is providing thousands of new atomic energy 
workers with substantial, well-planned housing. 
Vitrified Clay Pipe house connections guard the 
new developments against epidemics and disease. 
Five new housing projects in the Barnwell area, 
as well as others near Aiken, S. C., are served by 
miles of four- and six-inch Clay Pipe. It’s the one 
readily-available material that builders can count 
on for everlasting service. It never wears out! 


OCONEE 


Clay Products Company 


MILLEDGEVILLE, GEORGIA 
Right With Us in the South 
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THE FIRST 
PICTURE WINDOW 
01D PART OF 
THE JOB! 


R°O*W HIGH-LITE GLIDING WOOD. 
WINDOWS DO THE ENTIRE JOB! 
EE” 


Removable R-O-W High-Lites excell in all five 
modern requirements — Privacy, View, plus all the 
fresh air wanted; Protection, Ventilation, 


and Space Saving. 


The wise merchandiser knows that home 





owners today are demanding quality and good 
appearance. R+O+W High-Lite gliding wood 
windows together with the original R°O+W 


removable wood windows fulfill those requirements 














in every respect — another reason why R-O-W 
merchandisers make more money, faster. 


Ask for more details. 


MANUFACTURED BY 


R-O-W DISTRIBUTORS 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 


MILLWORK PLANT: RENO, NEVADA 


THE MOST POPULee BY 2 TO 
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Simple ar ithmetic SAIS PRESSURE-cREOSOTED 
|@ fence posts 








@ When T. J. Hughes, Jr., president of the firm that bears 
his father’s name, talks to a customer about pressure- 
creosoted fence posts, he gets pencil and paper and begins 
to figure. He shows the customer that a pressure-creosoted 
post costs about 40°, more than an untreated post, but 
lasts four times as long 

“Simple arithmetic like that,’”” Mr. Hughes says, “‘is mak- 
ing more and more farmers turn to pressure-creosoted 
posts.”’ And sales of the Hughes firm bear out the correct- 
ness of this approach. Pressure-creosoted products account 

T. J. Hucues, Jr., president, (right) and his brother, Hugh, for about seven per cent of the annual sales. 

secretary-treasurer, check figures on sales of pressure-creosoted In addition to this personal selling, the Hughes Lumber 

products. Company uses newspaper, radio and direct mail advertis- 
ing to carry the story of pressure-creosoted products to 
their customers. And satisfied customers are good salesmen, 
too, for they pass the word to other farmers. 

A complete stock of pressure-creosoted posts also aids 
sales. Posts are stocked in six and one-half, seven and 
eight foot lengths with diameters from two and one-half 
to six inches. The average sale is 100 posts. 

In this same way, hundreds of lumber and building 
supply dealers are making pressure-creosoted products an 
important item in their profit column. Are you getting 
your share of this business? 


HERE is one of three racks of pressure-creosoted posts in the 
Cushing yard. T. J. Hughes Lumber Company operates three 
other yards in Oklahoma. 


Here T. J. Hughes, Jr.) 
and a customer discuss 
the proper pressure-creo- 
soted post for a fence job 
the customer is planning. 


MAIL THIS CARD T¢ iY-—NO 


STAMP NEEDED 


eeee ree ee ereereeear 


United States Steel Corporation 
Room 4405, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


a I’m interested in handling pressure-creosoted fence posts. Please 
PIESSUTE-CTEOSO ep W00 . gend me more information and put me in touch with pressure-treaters 
* who produce this product. And include a copy of your new guide, 

“Fences That Pay.” 


Hardware dealers, lumber dealers and build 
ng supply houses all over the country are Name 
cashing in on the demand for pressure-creo ; 
soted wood products. If you'd like more in d Address 
formation, send in the self-mailing card on e 

this page. But first, turn the page t see the City . 


erchandising help available to you 
: : State 


“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


WHERE WOOD IS USED IN FARM CONSTRUCTION, BE SURE IT’S PRESSURE-CREOSOTED 


SAVES YOU LABOR —Pressure-creosoted posts and 
poles are straight, smooth, easy to set. And they're 
available in sizes of various lengths and dimensions so 
that, whether you want pressure-creosoted wood for 
fences, pole barns, corrals, or any other type of farm 
building, you'll find a size that fite your neads exactly. 


SAVES YOU TIME—Pressure-creosoted wood con 
struction is trouble-free construction. Many farmers 
tell about installations of pressure-creosoted wood 


which have required almost no maintenance to keep 
them in good shape for forty or more years. 


SAVES YOU MOWNEY-—Because it’s 0 resistant to 
termites, fungi, dry rot, and other agents of wood de 
struction, pressure-creosoted wood lasts up to seven 
times as long as untreated wood. No more continual 
replacement of fence posts, no more continual repair of 
rotted buildings. Think how 

much actual cash this can save 

you over a period of years! 


U°S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS Uss 


You can be sure of dependable service when you order wood posts and poles which have 


* 
CREOSOTE 


been pressure-treated with U-S-S Creosote, a quality product of the United States Steel 
Corporation. For the name of your local dealer, mail the coupon We' iT] olee send you in 


formative literature on how you can save money with pressure 





uction. 


says Ben Catalina of 
Clarksdale, Mississippi 


“Last year I used pressure-creosoted posts to 
fence in my pasture land. I haven't had to re- 
place any of the posts, and I expect them to last 
for a good long time. I also used pressure- 
creosoted wood to make repairs in my barn and 
to put up a shelter over the water trough.” 


UNITED STATES STEEL CORPORATION 
525 William Penn Place + Pittsburgh 30, Pa. 








tural Eetenien Lom ad 

nited States Steel ( 
Koom 4270, 8: * Witham "7 Place 
Pittsburgh 30, Pi 
Please send me your booklet, “Fences that Pay 
scribing the use of pressure-creosoted wood for 
construction. 
I would like to know the name of my nearest 
of pressure-creosoted wood 


United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro- 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 
distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 
supply you with pressure-creosoted wood. Get the facts today on this 
profitable line. 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R) 

Pittsburgh, Pa. 

















BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 








UNITED STATES STEEL 
Room 4405 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


— POSTAGE WILL BE PAID BY — 


You've heard about them! 


You've read about 


them | 


We sell them / 
PRESSURE-CREOSOTED fence posts 


@ You've heard about pressure- 
creosoted posta from your neigh- 
bors... you've read about them 
in leading farm magazines. Pres- 
sure-creosoted posts mean fewer 
posts to buy over the years. . . 
less labor in setting and reset- 
ting . longer life from the 
@asing iteelf. 

Why are pressure-creosoted 
poste your best buy? Because 
they are the engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
into the wood to give it the 
longest possible life. There’s no 
guesswork involved. 

Over the years, you'll find 
pressure-creosoted posts cost you 
far leas than any other wood 
post you can use. Come in and 
get prices and other information 
today. 


Your headquarters for PRESSURE-CREOSOTED pests 


DEALER SIGNATURE 











SAMPLE WHOLESALE PRICES? We were a bit 
startled a few days ago when we received a 
clipping of a bold, five-column newspaper ad pub- 
lished by a dealer in a major Carolina building 
material market. It announced a “New Wholesale 
Division for retail dealers, contractors, builders.” 

There’s nothing wrong with such an announce- 
ment except that this dealer was girded for a price 
battle and dared to publish in the ad “sample 
wholesale prices” for nails, flooring, wallboard, 
and roofing! Furthermore, this firm listed eight 
materials by brand name and offered to sell same 
at wholesale in nominal building quantities. 

This ad might have brought this firm some 
erstwhile profitable orders and “told off” some 
other by-passing price competition. But in the 
long run we doubt if this firm is any better off 
for it, because it must’ve hurt the industry. 

Publication of the wholesale prices undoubtedly 
made some regular “retail” consumers of such 
items in nominal quantities seek them at “whole- 
sale”; and made others “disillusioned” at the 
spread between the retail prices they had paid and 
the disclosed wholesale prices. 


FUTILE FEAR. E. M. Garner, secretary-man- 
ager of the Carolina Lumber and Building Sup- 
ply Association, has suggested the antidote for 
price worries to the members of this organization. 
Explained Garner: 

“The answer to the question of ‘meeting the 
price’ of the low bidder will be found in ourselves. 
We worry so much about what he may quote that 
we often overlook our plus values that account 
for the difference in prices. It is entirely erroneous 
to assume that the price yard has everything we 
have in the way of quality materials, fair prices, 
and useful services. If such were the case, the low 
bidder would be getting all the business. 

“Antidote for price worries: Replace fear with 
confidence, courage, knowledge, hard work, and 
friendly, helpful service. Add intensive, intelli- 
gent salesmanship. The results will invariably be 
satisfactory to all parties concerned .. . especially 
the buyer. He’ll actually save far more money than 
if he tried to match wits with ‘specialists’ in low 
prices.” 


WHAT DO YOU THINK? That’s what the sec- 
retary of another association of building material 
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dealers recently asked, after stating this case. 

“Heretofore, the Class A (one man yard) dealer 
has always been able to maintain a competitive 
position and it has been my contention that he 
could always compete with the larger dealers. It 
now seems that the present system of distribution 
as used by many of the manufacturers and jobbers 
has placed the small dealer in a position where he 
can no longer buy on a basis that will enable him 
to compete with the larger dealers who are given 
jobber discounts, although in most cases they are 
not earned. 

“It seems to me that the time has come when 
the trade press should take a definite stand on the 
distribution of building materials, insisting that 
dealers who buy in carload lots enjoy the same net 
cost, since they are re-selling these materials to 
the same types of customers.” 

Unless a firm is a strictly wholesale outlet, or 
has a wholesale department through which the 
major portion of carload supplies of material is 
sold wholesale for re-sell, this firm should not buy 
merchandise in the same quantity cheaper than a 
dealer. If manufacturers expect to continue to 
move the bulk of their output through retailers, 
they certainly can not expect them to fulfill their 
distribution functions and make a fair profit in 
competition with an alleged “B” jobber, who is 
not rendering re-sell services for which an extra 
“functional” discount is presumably allowed. 

In the long run, the manufacturer should fare 
better by adhering to a pricing policy that is 
equitable to all factors that help to market his 
output. 


GOING DOWN. Down, down. That’s what’s 
happening to both management compensation and 
new operating profit before taxes, an analysis of 
the last four “Cost of Doing Business” surveys of 
Tennessee lumber dealers reveals. With sales 
averaging $383,526 per reporting dealer in 1950, 
the percentage of sales left for management and 
capital return was 9.4%. For 1953, the figure was 
6.9% on average sales of $378,336. This represents 
a decline in management compensation and return 
on invested capital of 26.6% in four years! 

The analysis further shows that the earnings 
for the Class A (one-man) yards dropped more 
drastically—down from 8.3 to 5.0% in the four- 
year comparison. The study prompts Secretary 
Bob Brownlee to make these observations: 

Dealers selling mostly to consumers can operate 
profitably if their annual sales amount to $25,000 
for each person on the payroll, INCLUDING 
OWNERS AND OFFICERS. 

Firms selling mostly to contractors on competi- 
tive prices will have to increase sales per em- 
ployee by at least 40% for a satisfactory return to 
management and capital. 

The smal! dealer who does an end-use package 
merchandising job can make a satisfactory net 
profit on a volume as small as $100,000 a year—in 
competition with larger operators who do not 
render such service for consumers. 

—DONALD L. MOORE 
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Minum nails 


Reynolds /ifefime Aluminum 


48-inch Wide rice 


The biggest roofing and siding bar- 
gain ever—rustproof, heat-reflective 
Reynolds Lifetime Aluminum in 48” 
sheets! 50% fewer sheets to handle 
~50% less metal taken up at side 
laps! Gives a tighter, better-looking 
job and saves on labor and material, 


Easiest of all insulations 
to put up—and lowest 
cost for high efficiency. 
Reflects up to 95% of 
radiant heat, perfect 
vapor barrier. Clean, 

embossed foil on tough 
Rustproof flashing that works easi- ~ ii kraft paper. In 25°, 33 
est, looks best, costs less! 50’ rolls en . and 36 widths—250 
in Display Carton—also Display Car- Mt. P sq. ft. in each roll, 
tons of ten 18” x 48” flat sheets. ~ <a é 
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Growing Money Maker 
*x . 

Reynolds Do-It-Yourself Aluminum Best buy in rustproof gutters—beau- 


Set up this self-selling display rack tiful, non-staining, slip-joint connec- 
of special aluminum that can be tors, no soldering. Ogee and Half- 
sawed, planed, drilled with ordinary Round, smooth or stippled. Effective 
woodworking tools, Already a sensa- sample-section display available. 

tional success—backed by powerful EE 
TV and national magazine advertising. 


Reg. U.S. Pat. Of, See Mr. Peepers, Your Customers do! 


REYNOLDS es] ALUMINUM 


BUILDING PRODUCTS 


JULY, 1954... Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 
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The Dealer's Stake in the 
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HOME BOOM! 


* The hottest topic of conversation 
and source of sales this summer 
is fast becoming air-conditioned 
homes. The number of homes 
to be equipped this year with 
year-round and conversion units 
which provide complete heating 
and cooling is estimated at 100,000 
—twice the number climatized in 
1953. 

And a majority of these will be 
in the sunny Southland—where 
more and more families appreciate 
the comfort and convenience that 
year-round air-conditioning pro- 
vides. 

By 1960, it is estimated by Car- 
rier Corporation’s Cloud Wampler, 
year-round unit sales will have 
increased to 900,000 a year. That 
would represent nearly 30 per cent 
of the industry’s anticipated annual 
business, and would result in over 
3,000,000 American homes being 
equipped with all-year cooling and 
heating systems. 


Whether he sells and installs 
central air-conditioning systems, 
the retail building material dealer 
potentially has a big stake in the 
built-in climate boom because the 
remodeling of an old house for 
air-conditioning and the construc- 
tion of a new one call for sub- 
stantial change in the types and 
quantities of materials used. 

Consequently, the dealer should 
follow with both concern and in- 
terest the findings of a research 
project that was launched last 
month in Austin, Texas. On June 
2, 22 families moved into new 
completely air-conditioned homes 
in the Edgewood subdivision of 
northwest Austin. They will be 
“guinea pigs” for a one-year study 
of the mechanical, financial, and 
human problems involved in the 
use of year-round weather contro! 
in “an average modern home.” 

The 22 houses are of varying 

(Continued on next page) 
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KEYED TO THE DRAWING above. 
the following 14 ways to help home- 
buyers keep cool in summer are 
recommended by May 1954 HOUSE 
& HOME magazine. 

1. Extra amounts of ceiling insula- 
tion. To stop virtually all heat from 
coming in through the roof, use 
from 4” to 6” (or equivalent). 

2. More wall insulation. Heat trans- 
fer is reduced about 40% when 3” 
insulation is used instead of 1”. 

3. Double-glazing or storm sash re- 
duces summer heat gain through 
windows by almost one-half. Cuts 
heating costs, too. 

4. Vapor barriers in walls and ceil- 
ing keep out moisture from hot, 
humid summer air. 

5. Well-ventilated attics keep hot air 
moving, reduce attic temperatures 
10 degrees or more. 

6. Wide overhangs shield windows 
and walls from direct sun, cool house. 
7. White or light-colored roofs can 
turn back up to 70% of sun heat. 
8. Outdoor window blinds keep sun 
heat off windows, especially on east 
and west walls. 

9. Tree and other greenery help keep 
windows and walls cool, and pro- 
vide evaporative cooling to air. 
10. Kitchen and bath exhaust fans 
remove heat, moisture from house. 
11. Vent from clothes drier lets heat 
and moisture outside directly. 

12. Attic fan can do good house cool- 
ing job in areas where night air is 
cool and humidity low. 

13. Slab floors absorb heat in day to 
cool rooms; store cooling at night. 
14, Complete air-conditioning system 
will not cost much extra if a builder 
makes use of first 12 climatic devices 
recommended above. 


21 





design and structure, and are 
equipped with different types of 
year-round combination air-con- 
ditioning and heating systems. 
More than 50 manufacturers and 
organizations have prescribed and 
supplied different types of roof and 
roofing; frame, brick veneer, solid 
and hollow masonry walls; differ- 
ent kinds and amounts of insula- 
tion; different types of windows, 
glass, and shading devices. 

Each of the 22 houses in “Air 
Conditioned Research Village” was 
built by a different member of the 
Austin Home Builders Association, 
at the request of the National As- 
sociation of Home Builders, spon- 
sors of the project. Each house con- 
tains about 1,100 square feet of 
living space and cost the owner 
about $12,000, plus land costs, 
under special agreements provid- 
ing fer their cooperation in re- 
search studies. Each house is on 
one level, with three bedrooms, 1% 
to 2 baths, two-car garage or car- 
port, and completely landscaped. 

The houses are loaded with 
thermocouples and recording de- 
vices, which for a year will record 
temperature changes inside and the 
effect of conditioned air on mate- 
rials and fabrics. University of 
Texas specialists will test the phys- 
ical health and mental attitudes 
of the families living in the re- 
search village. 

Industrially, the research teams 
‘will determine exactly how much 
it costs to operate a year-round 
air-conditioning system—and what 
effect various materials have on 
the system’s efficiency. The Federal 
Housing Administration and Vet- 
erans Administration are to follow 
closely the results in order to 
obtain accurate cost data for future 
mortgage proposals. 

In fact, builders and manufac- 
turers found the expansion of this 





Wherever progressive builders erect, display, and promote model air- 
conditioned homes, crowds gather to inspect them — and sales follow 
fast. Above is seen a part of the 25,000 who jammed three homes 
exhibited at Plymouth Park near Dallas, Tex. The compact year- 
round air-conditioner is in central closet area, Builder Collins is con- 
structing some 500 of these houses to sell for about $13,000, with three 
bedrooms, carport, and air-conditioner. Joyful children are seen below 
enjoying the cool comfort of a G-E all-electric wonder home in Dallas. 
It is cooled and heated by a “Weathertron” (heat pump) which uses 


only electricity and air. 


built-in climate market hamstrung 
last year by the shortage of mort- 
gage money and FHA/VA insist- 
ence on families wanting air-con- 
ditioned homes to have consider- 
ably higher incomes to pay for 
allegedly high operating costs. 
Mortgage funds are becoming more 
plentiful and cost studies by major 
manufacturers and building pub- 
lications have revealed much lower 
operating costs than had been 
assumed by many parties interest- 
ed in air-conditioned homes. 

Last summer—second hottest in 
the history of the local weather 
bureau—a group of 35 families in 
Dallas, Texas, paid average elec- 
tric bills of less than $13 a month 
for cooling their 1,150-square-foot 
houses. Their water bills for cool- 
ing towers were $2 to $3 for the 
entire summer. 

Water is a cost factor in operat- 
ing an air-conditioning system, but 
not a large one. Only if water is 
cheap should it be thrown away, 
House & Home magazine advises. 
“Otherwise, a cooling tower, an 
evaporative condenser, or an air- 
cooled condenser should be used 
to save water.” 

In helping families or builders 
to plan new homes with year- 
round air-conditioning, or to re- 


model an old residence for this 
modern climate service, dealers 
should point out and advocate the 
steps to cheaper, more efficient in- 
stallations that are suggested in 
the accompanying illustrations. 
Most of them can mean more profit 
in the dealer’s till—and more sat- 
isfied customers for repeat and 
word-of-mouth business. 

Air - conditioning equipment 
manufacturers provide much help- 
ful literature on specifying resi- 
dential units and figuring their 
operating costs. Last month at the 
semi-annual meeting of the Ameri- 
can Society of Heating and Venti- 
lating Engineers in Swampscott, 
Mass., research engineers of the 
Carrier Corporation reported on 
the operating cost of residential 
cooling equipment in 11 houses in 
six cities throughout the nation. 
The research proved the accuracy 
of a seasonal cost estimating sys- 
tem to be within 8 per cent or $10, 
whichever is greater. 

The Carrier research proved that 
the cost of operating air-condition- 
ers is proportional to degree-days 
above 70 F. The number of degree- 
days is computed by subtracting 
70° from the month or season’s 
average temperature and multiply- 
ing by the number of days in the 
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Six steps toward cheaper Air-Conditioning— 





period. Nashville, Tenn., for ex- 
ample, averages 746 degree-days 
per summer; Houston averages 
1,483. 

The house cooling load must be 
based on the 24-hour-average es- 
timating system to use this predic- 
tion method. The thermostat must 
be kept at a reading between 72 
and 75 degrees, the most popular 
cooling level. The first of two 
charts correlates the degree-days, 
cooling load factor of the house, 
and the mean design temperature, 
to calculate the total operating 
hours needed to cool the house. The 
second chart correlates the total 
operating hours, power input of 
the unit, and earned minimum 
power rates, to determine the elec- 
trical costs per season. 

Builders of project developments 
are finding that air-conditioned 
houses are easier to sell to middle- 
class and up families than conven- 
tional dwellings. This is true 
throughout the South from Hous- 
ton, Dallas, and Little Rock east 
through New Orleans, Atlanta, and 
Miami. 

Orientation of houses for most 
favorable sun and breeze impacts 
has permitted some builders to cut 
up land that would accommodate 
a minimum of  non-climatized 
homes for a maximum of air-con- 
ditioned ones. This has been true 
in Falls Church, Va., and in New 
Orleans. The angled front eleva- 
tions allow a variety of street pat- 
terns. 

Through it all, some building 
material dealers have not only 
profited from the sale of materials 
but also from the sale and installa- 
tion of the air-conditioning units. 


4. Protect east or west windows from 
heavy heat load with reversible-slat 
trellis or one with perennial vines. 
Slats or leaves block off sun rays in 
summer; admit winter solar heat. 








In Austin, Tex., the Calcasieu 
Lumber Company is distributor for 
York equipment; in Scottsboro, 
Ala., the Patrick Lumber Company 
sells Carrier Weathermaker units, 
and in Atlanta, Ga., the Campbell 
Coal Company sells Bryant and 
Westinghouse systems. 

Sales of cooling units to team 
with existing forced warm-air sys- 
tems is increasing. New installa- 
tions in existing homes are made 
easier and more economical through 
the compact designs that permit 
placement in attic and crawl space 
as well as in basements. 

It all points to 1954 as the yeai 
for dealers to go forward with air- 
conditioning—in new homes and 
old! 


Vermiculite Insulates 
Walls of Concrete Block 


The University of Utah makes 
this report to homebuilders, farm 
ers, contractors, and other users of 
concrete block for construction. 

When concrete blocks are filled 
with vermiculite insulation, heat 
transfer is reduced by 50 per cent. 

Where concrete blocks are used 
in the construction of heated build- 
ings, vermiculite in the cores can 
materially reduce the size of the 
heating plant needed. 

Similarly, in the construction of 
cold storage buildings vermicu- 
lite-filled blocks have reduced cool 
ing equipment needs. 

To fill the cores, vermiculite 
loose-fill insulation is simply pour 
ed into the blocks as each course is 
laid. 





5. Large glass areas on east or west 
home walls also can be shielded by 
a wall, hedge, or long roof overhang. 
This in effect creates a private patio 
or terrace, enlarges living area. 
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Copyright 1984, Carer Corperetion 


1. Orient your major glass areas 
toward the north and south, where 
possible. Shield east or west wall 
from the worst heat of the sun by an 
attached carport or garage. 








Copyright 1984, Carrier Corperetion 





2. Hold on to every tree possible 
when home is built. They‘ll shade 
the house in summer and admit solar 
heat in winter. Also add beauty. 
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3. To shade windows in summer, ad- 
mit solar heating in winter, shield 
windows facing south with roof 
overhang. For windows three feet 
above floor, make overhang 2’ deep 
in latitude of Houston, New Orleans. 


Lae Copyright 1954, Carrier ceo 
6. Group kitchen, utility room or 
closet with built-in climate unit, and 
the bath into a core unit like this. It 
saves on installation and upkeep. 
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“Two ways to bud 
Roofing Sales 


1. Join up with a good applicator 


2. Study community's roofing needs 


* Retail lumber yards need not 
lose roofing and siding business to 
specialty firms and applicators. The 
Jet Lumber and Building Supply 
Company in Meridian, Mississippi, 
and the McNair Lumber and Sup- 
ply Company in Macon, Georgia, 
prove this. 

The Jet lumber company has 
built up a sales volume of roofing 
and siding totaling $100,000 a year. 
The firm made a deal with a long- 
experienced roofing and _ siding 
contractor to sell and apply these 
products on a profit-sharing agree- 
ment. 

Henry Beasley, the applicator, 
heads up Jet’s roofing and siding 
department. The deal with the 
company calls for his hiring and 
paying all crewmen and keeping 
the jobs moving. A featured mem- 
ber of the selling organization, he 
maintains his office in the lumber 
company. 


By Ruel 
McDaniel 


“Although I’ve been in the roof- 
ing business for 25 years,”’ Beasley 
says, “I haven’t yet run across any 
method of selling that equals the 
old-fashioned door-pounding rou- 
tine to find new prospects.” 

He has organized his crews so 
that once he has the job started, 
he can be spared from there on to 
completion — for house-to-house 
selling. 

When he isn’t needed at a job, 
Beasley spends his time driving 
over an area of the city, in search 
of homes and buildings whose roofs 
and siding need replacing. When he 
finds one, he stops and rings the 
door-bell. The first call seldom 


closes a deal. But frequently it 
elicits a suggestion that he see the 
husband of the house or the land- 
lord if the house is rental property. 

Beasley carries a notebook at all 
times. Whenever he spots a pros- 
pective job, he jots down the ad- 
dress at once. He includes whatever 
information he gains from his first 
call as a part of the record. This in- 
formation then goes on a prospect 
card at the office, if what he has 
learned indicates a potential cus- 
tomer. 

“Roofing and siding especially 
lend themselves to house-to-house 
selling,” Beasley says, ‘because 

(See ROOFING SALES page 70) 


W. O. McNair features compact 
displays of roofing samples, at 
left, in his Macon, Ga., sales office. 
Above, the “false front” of the Jet 
Lumber and Building Supply 
Company in Meridian, Miss., may 
be old-fashioned, but it effectively 
displays to passers-by the varied 
types of roofing and siding mate- 
rial sold. Other samples are dis- 
played along sides of the building. 
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* Since recessed-edge gypsum 
wallboard was introduced in 1926 
and improved with the joint taping 
system in 1935, it has enjoyed wide 
acceptance throughout the nation. 
The only handicapping factor for 
greater acceptance is the lack of 
skilled mechanics to do a good, 
“seamless” job in installing the 
large wall panels. 

In some localities, manufacturers 
can not catch up with gypsum 
board orders — but increased 
manufacturing facilities indicate 
that this situation will be tem- 
porary. 

Both home-owners and contrac- 
tors alike are pleased with the 
speed of application, the fact that 
any finish can be applied to walls 
as soon as the seams are concealed 
and dry and, most of all, the 
elimination of wall cracks later. 

But, even today, when a builder 
turns from gypsum board to other 
types of wall construction, it usual- 
ly can be blamed on a poor appli- 
cation job. 

So the retailer who wants to 
build up a steady stream of orders 
for gypsum board and sheathing 
from builders should first make 
sure that he can recommend capa- 
ble, trustworthy applicators. 

More and more, the application 
of such dry walls is handled by 
subcontractors — specialists in 
their field. Yet many builders com- 
plain that several houses may have 
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perfect walls of gypsum board and 
then one will turn up with separat 
ing seams or “nail pops.” Panel 
can be put up in any weather, but 


in unusually damp weather, more 


than 24 hours is needed for each of 
the usual three coats of filler fo 
covering seams. All major manu 
facturers of gypsum products ar‘ 
helping retailers solve these prob 
lems. 

In some localities, the retailer 
invites local applicators and con 
tractors to a barbecue, dinner, o1 
just the demonstration itself. Thes« 
are conducted by factory person 








GYPSUM 


BOARD 


The big step in satisfying 
home-owners with dry walls 
of gypsum board is smooth 
concealing of the joints. Here 
an expert feathers out the 
edges of the third cement coat 
to provide a flawless surface 
for painting. Below, Fernand 
Privat uses this display, in his 
Louisiana store, to help sell 
gypsum board to women. 








nel, who answer questions and 
make sure applicators know what 
they are doing. If desired, they 
will spend several days in the com- 
munity working with individual 
ipplicators. This gives the retail 
alesman a list of applicators on 
whom he knows patrons can rely. 

Store displays should show the 
various kinds of gypsum wall- 
oard: 

Standard, which has an ivory 
heavy manila paper on the face 
ide and a gray paper on the re- 
verse side. 

(See GYPSUM BOARD page 76) 


















Building big volume on 


CUSTOM SCREENING 


* With the first warm breath of 
spring, screening sales volume at 
the Old Dominion Woodworking 
Company in Alexandria, Virginia, 
jumps to $2,500 a month — and 
keeps that peak until June. Then 
it tapers off until it hits a low of 
$500 a month for the rest of the 
year. 

The season, of course, creates the 
demand for more screening. But 
the Old Dominion’s reputation for 
superior screens at no extra cost 
accounts for the great, profitable 
volume this firm enjoys through- 
out the year. 

“The secret of our success is in 
fabrication of these removable 
panels,” asserted J. R. Sedwick, 
owner of the firm. “Home-owners 
and business establishments alike 
tell friends and neighbors about 
our screens, 

“Our special feature is a rabbet- 
ed and splined wood screen that is 
held so well in the frame that it 
never comes out. The screen may 
get worn and tear out but it will 
not loosen from the frame.” 

“Sticker” equipment — _ pur- 
chased at a cost of $6,500 — does 
the rabbeting and splining at a cost 
that permits the firm to offer its 
improved screening units at the 
same price of ordinary units. 

The customer can choose from a 
selection of cypress, white pine, 
fir, or redwood for framing. But 


Word-of-moufh “adver- 
tising” has given the Old 
Dominion firm the repu- 
tation of offering fine cus- 
tom screening at no extra 
cost. A “sticker” makes 
this possible. The com- 
pany also places a week- 
ly advertisement in the 
Alexandria Gazette, offer- 
ing free estimates on 
quality work and mate- 
rials for residential and 
commercial screening in- 
stallations. Another ad 
appears in the classified 
section of the telephone 
directory. 


aluminum screen wire is always 
recommended by Old Dominion 
personnel. They also try always to 
sell 5/4” screen frames rather than 
%”-—for longer wear. Home-owners 
who are looking for a stationary 
screen are reminded that the 
quality and cost of custom work is 
not necessary. 

“The first hurdle to overcome in 
approaching a customer on custom 
screening is price,”’ explained Sed- 
wick. “At first it seems high, with 
screen wire 15 cents a square foot 
and framing material 50 cents a 
board foot.” 

There are five men specializing 
in screening sales and assembly 
during the three-month peak. Both 
estimators have been trained in the 
Old Dominion millwork shop so 
that they know exactly what is in- 


J. R. Sedwick, owner of the Old 
Dominion Woodworking Com- 
pany in Alexandria, Va., holds 
a sample that he had the shop 
to make so that the customer 
could better understand what 
splining is and what it means 
to the life of a screen. He finds 
that the total price of a custom 
screen usually doesn’t bother 
the customer as much as the 
cost-per-foot of screening and 
framing. 


volved. One of the shop men fills 
in on installations when necessary. 
Two are assigned regularly to car- 
rying out installations. Three new 
helpers are being trained in the 
shop to boost screen sales even 
higher next year. 

“I don’t want to give the im- 
pression that custom screening 
is an all-year highly profitable ac- 
tivity,” Sedwick admitted. “Unfor- 
tunately it is only seasonal. But 
during its season, we have made 
the most of a quite profitable item.” 

The Old Dominion Woodworking 
Company makes up a stock of two- 
foot doors to accommodate custo- 
mers who want to screen French 
doors. They are the only dealer 
in town who offers this service. 

The Old Dominion plant also 
turns out kitchen cabinets, show 
cases, store fixtures, entrance 
frames, sash, doors, and many spe- 
cialty items. 
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IDEAS THAT MOVE 
Materials and Traffic 


* “The Flying Saucer,” portable dis- 

plays, and a wheel-bearing gate are just 

three of the novel ideas in use at the 

Scott Lumber Company in Amarillo, 

Texas, to move sales traffic, men, and Re-stocking and pricing is easy in the store of the Scott Lum- 

materials. ber Company in Amarillo, with the aid of the “Flying Saucer” 
Most of the floor displays are of the which Gene Southern uses, above. Mounted on casters, it is 

pallet type, mounted on ball-bearing moved manually with little effort. The tray-rack on top slides 

casters. This system permits personnel easily along the delivery bin, which holds new stock. Other 

to rearrange displays speedily and to stock is brought along on shelf below. Other displays in picture 

spotlight seasonal merchandise. Fre- also are mounted on at least six ball-bearing casters. Many are 

quent rearrangement acquaints callers just free-wheeling pallets, like that seen at upper left display- 

with the many types of building mate- ing lawn mowers. The framework is built close to floor around 

rials and supplies Scott can deliver. casters—to avoid tipping and spilling. 


(‘Scerriom HR o.) 


’ 


While on military duty overseas, Dealer Horace Scott was 
fascinated by the use of a sturdy wheel on the moving end of 
a big, wide gate he saw in a German town. He produced this 
idea when his firm decided to install a new 28-foot yard gate, 
instead of two 14-foot gates. The large gate was built with a 
corner cut-out in which he had mounted a wheelbarrow wheel 
on a ball-bearing swivel, which Scott shows at right. Note how 
he spotlights different products on fence and shed signs. 
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* Any home-owner in the Augusta, 
Georgia, area who wants to build 
anything need only walk into the 
Woodward Lumber Company’s 
“one-stop store for home-owners.”’ 
He’ll find every material needed, 
tools he can rent, and friendly in- 
struction for any project. 

Yet local contractors and me- 
chanics are the most enthusiastic 


Remodeled to Boost 


supporters of the recent change in 
Woodward’s business plant. 
During most of its half century 
of successful operation, the Wood- 
ward Lumber Company 
has sold mostly to con- 
tractors. “Our store had 
no real appeal to the 
home-owner, although 
we had a 60-by-125-foot 
display room,” explain- 
ed Vice-President J. B. 
Lee. 
“There was no real 
‘one-stop’ building sup- 
ply firm in this area,” 


Near the power-tool display a sign lists 14 tools 
the Woodward Lumber Company offers for rent 
by the day. The customer above is trying out a 
small jig saw on the plywood table set up for 
demonstration of hand and power tools. At top, 
a customer learns proper use of paint roller and 
buys paint for her home. At right. Jim Lee 


helps select mouldings. 


Lee continued. “When so many 
home-owners came by asking for 
various items that we sometimes 
had and sometimes did not — often 
complaining that they had to do so 
much shopping around for mate- 
rials — we decided to add every 
type of merchandise that we 
thought a home-owner could want. 
And by changing our displays to 
make it easy for customers to help 
themselves, our store now is a per- 
fect place for the Do-It-Yourself 
trade.” 

Lee estimates that about half the 
paint sold since the remodeling has 


Line Ay 








‘ 
‘ 


Do-It-Yourself Sales 


been to home-owners doing their 
own decorating work. 

Conscious of the possible conflict 
between building mechanics and a 
retail firm that offers free instruc- 
tion for any homebuilding job, 
L. B. Kennedy, president and man- 
ager, queried some of the com- 
pany’s long-time contractor-custo- 
mers. The reply was unanimous 


to the effect that usually the 
would rather not be bothered wit! 


the type of job the home-owne! 


undertakes himself. 


In fact, no one seems happie: 


with the new display room and it 
facilities than the smaller contrac 
tors and sub-contractors. A home 
owning couple that can’t quite d: 
(Continued on next page) 


Built of pegboard, the versatile dis- 
play unit at top holds paint supplies, 
literature, sink frames, locks, and 
other small items on one side. The 
other side, pictured on our front 
cover, holds rental tools. Storage 
space is provided for metal mould- 
ings and trim on racks inside. Presi- 
dent Kennedy, left, helps locate trim 
for a customer. Seen below is the 
restful, popular planning center. 





cide how they want a floor re-done 
are brought in to look at the vari- 
ous colors of floor tile. The con- 
tractor makes himself at home, 
carrying samples around to get the 
effect he wants, and frequently 
makes the sale for the company — 
almost without help from person- 
nel if they are busy helping other 
customers. 

Hardly a day goes by that a con- 


tractor doesn’t bring — or send — 
his customers in to see materials. 

As one contractor commented, 
“Most home-owners don’t pay too 
much attention to details in a re- 
modeling job. Then when a bath- 
room cabinet is being installed, the 
housewife may say that’s not the 
kind she wants and we have to 
wait while she changes her mind 
or finds what she wants. Letting 


her see every style to begin with 
cuts down on returned merchan- 
dise or changes in paint color.” 
“We felt that with people com- 
ing into our showroom frequently, 
we should change the displays 
around to keep the appearance 
fresh,” Lee pointed out. “Since 
most merchandise is arranged com- 
pactly on the island displays, we 
(See ONE-STOP STORE page 82) 


Demonstrations by manufacturer 
SPUR SALES OF PLASTIC LAMINATES 


* For three weeks, every cash cus- 
tomer of the Reed Supply Company 
in Thomasville, North Carolina, 
was handed this mimeographed in- 
vitation: 

“You are cordially invited to at- 
tend a Formica Do-It-Yourself 
demonstration in our store Tues- 
day night, March 23, at 8:00 P. M. 

“A factory representative will 
install a Formica top on a cocktail 
table and a kitchen cabinet. 

“The cocktail table with wrought 
iron legs will be given as a prize 
along with several other prizes. 
Refreshments will be served...” 

In addition to this take-home 
piece, personal invitations by sales- 
men urged customers to learn for 
themselves how to apply this lam- 


inated plastic to various parts of 
their homes. Literature was mailed 
to home-owners, and the event was 
publicized through radio spot com- 
mercials. 

The response? Some 125 persons 
eagerly crowded around the dem- 
onstration that Tuesday evening, 
and plastic laminate sales soared 
during the next month—and since. 

The demonstration lasted one 
hour and a half. Much of the time 
was devoted to answering ques- 
tions. The manufacturer’s repre- 
sentative covered a small sink top 
about 30-by-30 inches, with a four- 
inch backsplash. Sink frame, edge 
trim, and cove completed the job. 
Those in attendance learned how 
to saw, to plane, and to glue plastic 


laminates. 

The demonstration followed al- 
most word-for-word the _ steps 
shown and explained in a folder 
which was handed to each “stu- 
dent” at the close of the session. 
And like a chain reaction, neigh- 
bors and friends of those who 
bought this material to apply to 
their own sink tops or tables have 
become interested and are develop- 
ing their own projects. 

The demonstration at the Reed 
Supply Company was one of a 
series conducted by Formica sales 
representatives for building mate- 
rial dealers in various Southern 
towns. 

In each case, response was en- 
thusiastic. 


When demon- 
strating for such 
an appreciative 
_ audience as Alex 
Hill found at 
the Reed Supply 
Co. in Thomas- 
ville, N. C., his 
“work” becomes 
fun — even more 
fun when the or- 
ders for Formica 
start pouring in. 
Bob Reed paved 
the way for a big 
turn-out by mail- 
ing and handing 
out mimeograph- 
ed invitations to 
the plastic dem- 
onstration. 
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industry NEWS 


Koppers Buys American 
Lumber & Treating Co. 


Through an exchange of shares of 
common stock, the Koppers Co., Inc., 
of Pittsburgh, Pa., has acquired con- 
trolling interest of the American 
Lumber and Treating Co., opera- 
tors of 10 wood-preserving plants 
throughout the nation. Koppers ex- 
changed stock with the principal 
ALTC owners, the Aluminum Co. 
of America and the Chicago Bridge 
and Iron Co. 

Walter P. Arnold, vice-president 
and general manager of Koppers 
wood-treating operations, said that 
the only immediate change to be 
made in the operation of the Ameri- 
can Lumber and Treating Co. would 
be transfer of the latter’s head- 
quarters organization from Chicago 
and its integration with that of the 
Koppers Wood Preserving Division 
in Pittsburgh. 

The ALTC plants are located in 
Gainesville, Fla., Florence, S. C., 
Baltimore, Md., Fordyce and Crossett, 
Ark., Shreveport, La., Wilmington, 
Calif., Everett, Wash., Wauna, Ore., 
and Port Newark, N. J. These plants 
and sales offices employ about 450 
persons. 

All of the plants utilize the pres- 
sure-treating method of preserving 
wood with creosote or special salts. 

In the transaction, according to 
Arnold, Koppers acquired a number 
of patents and trade-marks relating 
to wood treatment, including the 
“Wolman” and “Minalith” trade- 
marks that are widely respected in 
the wood-preserving industry. Wol- 
man salts are used as preservative 
for wood. Minalith is used as a fire- 
retardant for wood. 

Arnold said the present policy of 
licensing the use of these materials 
to other companies would continue. 


Joins Wood-Preservers 


C. Miles Burpee has been made 
secretary-manager of the service 
bureau of the American Wood-Pre- 
servers Assn., New York City. 

He recently resigned as vice-presi- 
dent and director of the Simmons- 
Boardman Publishing Corp. to fill the 
post formerly held by Percy R. Hicks, 
who retired after 33 years with the 
bureau. 

The Service Bureau of the Ameri- 
can Wood Preservers Assn. will hold 
the first of a series of quarterly meet- 
ings in New Orleans, July 26-27. 


The bureau is expanding promo 
tional efforts on behalf of pressure 
treated forest products and will cover 
this subject during meetings. Ths 
second day, featuring a symposium 
on industry problems, is open to rep- 
resentatives of Southern pressure- 
treating plants, distributors, build- 
ers, and other interested persons. 


At 11 A. M. on T. V. 


Each Wednesday morning at 1! 
o’clock, Eastern Daylight Time, on 42 
television stations from coast to coast 
the National Broadcasting Co. is de- 
voting 10 minutes to housing news 
and ideas on their daily program 
called “Home.” 

Assisting in the production of thi 
feature is the Housing Research 
Foundation of San Antonio, Tex. This 
research body is collecting and edit- 
ing information on new develop- 
ments in housing design, location, 
materials, and services for the NBC 
television feature. 


Barrett Buys Texas, 
Ark. Roofing Plants 


The Barrett Division of the Allied 
Chemical and Dye Corp. has pur- 
chased modern roofing plants in 
Texas and Arkansas. One is that of 
the Artex Roofing Co. in San An- 
tonio. The other is that of the Wil- 
liams Roofing Co. in Camden, Ark. 

Through these plants, Barrett will 
serve the states of Texas, Arkansas, 
Oklahoma, and much of Louisiana. 

Barrett President T. J. Kinsella 
points out that “all products manu- 
factured, mainly asphalt shingles and 
sidings, roll roofings, and dry and 
saturated felts, will be produced to 
standards we have established at our 
other roofing plants in Birmingham, 
Chicago, and Philadelphia. 

“Barrett’s district sales office for 
this area is located in Houston. That 
office and the strategic location of 
our new roofing plants should enable 
us to care for the needs of our South- 
western customers with dispatch.” 


ENTHUSIASTIC OVER EXPOSITION PLANS 


Prominent in the planning for the National Retail Lumber Dealers Exposi- 
tion, to be held at the Kingsbridge Armory in New York City, October 2-10, 
are the dealers seen in a huddle above during the spring board meeting of 
the National Retail Lumber Dealers Assn. Seated, left to right, are Ray 
Schaub of Indiana, chairman of the general Exposition Committee: Henry J. 
Munnerlyn of South Carolina, NRLDA president; Phil Creden of Illinois, 
exposition chairman, and Findley Torrence, Ohio association executive, 
committee member. Other members of the committee, standing, are W. B. 
Kennedy Jr. of Oklahoma, and H. L. Stokely of Texas. All were enthusiastic 
over the exposition plans to assemble a record crowd of dealers for the forum 
and materials exposition. 
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Do-it-Yourself Trend 
Spotlighted by Survey 


“Two-thirds of the Americans 
whose homes are valued from $10,- 
000 to $25,000 are engaging today in 
Do-It-Yourself activities designed to 
add comfort, livability, and dollar 
value to their property,” Owen R. 
Cheatham, president of the Georgia- 
Pacific Plywood Co., reports. 

This Do-It-Yourself trend is re- 
vealed by a nation-wide survey of 
home-owners just completed by the 
G-P research department. 

“Georgia-Pacific’s study covered 
9,000 home-owners in all sections of 
the country,” Cheatham said. “It 
was conducted in three sharply de- 
fined home-value brackets. Three 
thousand owners of homes worth 
$10,000 to $15,000, an equal number 
of householders in the $16,000 to $20,- 
000 home-value class, and three thou- 
sand family heads whose homes are 
valued from $21,000 to $25,000 were 
questioned.” 

In the $10,000 to $15,000 home- 
value group, 63 per cent engage in 
spare-time home-improvement pur- 
suits. The five leading activities are: 

1, Adding an extra bathroom or 
powder room, exclusive of plumbing 
work, 


2. Converting the basement into 
an extra room. 


3. Painting and redecorating the 
home interior. 


4. Providing more family living 
space by finishing attic. 

5. General home improvements, in- 
cluding building book-shelves, radi- 
ator covers, extra cabinets and stor- 
age closets, installing new floor cov- 
erings, and redecorating walls. 

The large total of 72 per cent of 
the home-owners in the $16,000 to 
$20,000 home-value bracket engage 
mostly in these Do-It-Yourself ac- 
tivities: 

1, Finishing basement to add an 
extra room for family living. 

2. Painting and redecorating home 
interior. 

3. Landscaping grounds beyond 
lawn-making, including trees and 
shrub plantings, building terraces, 
stone walls, fences, walks, paths. 

4. Insulating house. 


5. Adding additional room or rooms 
in attic. 

The survey showed that other 
favorite Do-It-Yourself activities are 
laying flagstone terraces and walks, 
making gravel paths, building garden 
and terrace retaining walls, con- 
structing swimming pools, shingling 
houses, putting new wallpaper on in- 
terior walls, installing plywood wall 
paneling, laying resilient floor tiles, 
replacing window panes, and doing 
minor plumbing repairs such as re- 
placing washers, and putting in new 
faucets. 
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JOHN G. DURING has been made 
representative for the Dallas, Tex.. 
area for the National Guard Prod- 
ucts Co.. Inc. From 1932 to 1953, 
During was associated with Corning 
Glass Works, rising to sales manager 
of the Southern district. He now is a 
manufacturers’ representative. 


8 Companies, Associations 
Get Public Relations Awards 


For advancing public understand- 
ing of the woodworking industry, 
eight companies and associations 
were presented awards of merit by 
Wood Working Digest, pocket-size 
industrial journal, at the recent 
meeting of the Forest Products Re- 
search Society at Grand Rapids, 
Mich. Bob Van Kampen, president 
of the Hitchcock Publishing Co., 
announced that the awards will be 
made annually. 

The award winners, by classifica- 
tion, were: 

Lumber companies—Pacific Lum- 
ber Co. 

Lumber associations — Hardwood 
Exhibit Committee, Chicago, and the 
West Coast Lumbermen’s Assn. 

Finished wood products companies 
—E. L. Bruce Co. 

Finished wood products associa- 
tions — Wood Office Furniture In- 
stitute. 

Woodworking materials and ma- 
chinery—DeWalt, Inc., and the 
Borden Co. 

Wood waste products—Kingsford 
Chemical Co. 


All Doors from Laurel 


Manufacture of flush doors by the 
Mengel Co. is being concentrated in 
Laurel, Miss., according to an an- 
nouncement by R. W. Hess, local 
plant manager. Production machin- 
ery from Louisville, Ky., plants has 
been shipped to Laurel. 


personnel 
parade 


American Machine and Foundry Co. 
. .. Ropert W. Kerr has been made 
group executive and divisional vice- 
president of the General Products 
Group—11 AMF subsidiaries which 
include DeWalt, Inc., of Lancaster, 
Pa. Kerr formerly was deputy group 
executive. Before joining AMF, he 
had been executive vice-president 
of the Plomb Tool Co. in Los An- 
geles. 


American Forest Products Industries, 
Inc. . . . HERBERT G. LAMBERT JR. 
has been appointed manager of the 
New Orleans, La., office. Formerly 
with an oil company, Lambert suc- 
ceeded Franklin Bradford, who 
transferred to AFPI headquarters in 
Washington as an assistant editorial 
director. 


Federal Housing Administration .. . 
Ricuarp §S. CLaAusING, Wichita at- 
torney, has succeeded Ep CHAPMAN 
Jr. as FHA director for Kansas. 
Chapman recently was appointed as- 
sistant to Commissioner Norman P. 
Mason in Washington. 


Celotex Corp. ... Directors recently 
elected Fercus A. IRVINE a member 
of the board to succeed the late 
Brork DaHLBerRG. Associated with 
Celotex since 1925, Irvine is vice- 
president in charge of research and 
product development. 


Reynolds Metals Co. .. . CLoyp S. 
STEINMETZ, director of Reynolds 
sales training, has been elected 
president of the American Society 
of Training Directors. He will head 
the professional group of more than 
2,000 members for two years. 


Kimbell Now NLMA‘s 
Technical Vice-President 


Richard G. Kimbell has been ap- 
pointed vice-president of technical 
services for the National Lumber 
Manufacturers Assn. The new vice- 
president has served 35 years with 
NLMA—the last 20 years as director 
of the technical and standards de- 
partment. 

John G. Shope, 46, NLMA archi- 
tectural engineer, has been appointed 
director of building codes. Shope has 
specialized in building-code work 
during most of his 14 years with the 
association. 

Kimbell is the author of many out- 
standing publications on wood utiliz- 
ation, timber engineering, and struc- 
tural design. He wrote the widely 
accepted “Wood Structural Design 
Data.” 


He helped develop “National 


SOUTHERN BUILDING SUPPLIES for JULY, 1954 





Cash in on 


The boom in air conditioning is 
‘‘booming’’ insulation sales, too. 
Homes are being insulated more com- 
pletely, walls as well as ceilings; and 
greater thicknesses of insulation are 
being used. All this means greater 
year-round comfort in any home — 
but in the air-conditioned home max- 
imum insulation is a must! 
Go after this business . . . it’s plen- 
tiful and profitable right now! 
Your prospects are the new home 
builder, the remodelling contractor 
and the do-it-yourself home owner. 


You'll find the sure way to get your 


Ades 


the air-conditioning boom! 


share of the sales is by stocking and 
pushing Fiberglas* Building Insula 
tion. Because it’s the leading produc 
in the market, Fiberglas Insulatio: 
gives you faster turnover, greater vol 

ume, and, of course, the extra profit 

that go with volume sales. 

No wonder your customers prefe! 
Fiberglas Insulation—even without 
air conditioning it’s been proved to 
keep a home up to 15 degrees cooler 
in summer as well as warmer, easier 
It’s sanitary, per 
manent and tops in efficiency. And 
you'll find it light in weight, easy to 


to heat in winter. 


FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 


ARMSTRONG CERTAIN-TEED 
PROOUCTS CORP 


Aramore, Pa 


THE FLINTKOTE 
CORK CO 
Lencester, Pe 


COMPANY 
New York, WY. 


JULY, 1954... 


ONTARIO PAPER CO 
Minneapoins 2. Minn . New Yors. & 


“oe :  HGER 


MINNESOTA AND 4€ RUBEROIO + WELLEY ISLAND LIME 


& TRANSPORT CO 


v Cleveland Ono 


handle, easy to store. 

In this market, like all others, there 
are excellent sales tools available to 
help you sell Fiberglas Insulation. For 
example, there’s the attractive mobile 
display shown above, and the booklet 
entitled “Insulations for Light Con- 
struction.”’ Your customers and pros- 
pects in the building trades will wel- 
come this fact-filled publication. It 
provides economical suggestions for 
solving insulation problems. Ask your 
supplier for copies now, or write to: 
Owens-Corning Fiberglas Corpora- 
tion, Dept. 162-G, Toledo 1, Ohio. 


FIBERGLAS 


* F\berglas ta the trade-mark (Reg. U."8. Pat. O97.) 
| Owens-Corning Fibergias Corporation for a 
riety of producte made of or with fibers of glass, 
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Design Specifications for Stress 
Grade Lumber and its Fastenings.”’ 
Both are considered bibles in build- 
ing-code work. He has had patents 
granted in the U. S. and foreign 
countries. 

Building code committees in thou- 
sands of cities and towns have adopt- 
ed timber standards developed under 
Kimbell’s direction. His staff includes 
NLMA technical engineers and 
building code specialists in Washing- 
ton, D. C., New York City, New 
Orleans, Chicago, and San Francisco. 


Gunnison Prefab Homes 
Get Dixie Code Approval 


Wood prefabricated houses manu- 
factured by United States Steel 
Homes, Inc., subsidiary of the U. S. 
Steel Corp., have been given the ap- 
proval of the Southern Building 
Code Congress, according to M. L. 
Clement, director of the organization. 
The approval includes coastal areas, 
Clement said. 

The Gunnison line of wood homes 
is distributed in most localities of 
the nation by more than 400 dealers. 

United States Steel Homes, Inc., is 
the second manufacturer of pre- 
fabricated dwellings to receive the 
Southern Building Code Congress’s 
approval, according to Clement. 


Van Hoy and Sears 
Promoted by Bird & Son 


BAKER L. SEARS, above, and James 
H. Van Hoy, veteran salesman for 
Bird and Son, Inc., have been pro- 
moted recently to expand the sale 
of this firm’s asphalt roofing and 
other building materials in the South. 

Van Hoy has been appointed by 
Vice-President James H. Chamber- 
lain as Southeastern division man- 
ager of Bird’s Building Materials Di- 


BRIEFED ON NU-WOOD BUILDING PRODUCTS 


Southeastern district sales representatives of the Wood Conversion Co. were 
introduced to Nu-Wood Panel-Tex interior wall panels, new acoustical tile 
numbers, and new jointed roof insulating slabs at a two-day meeting in 
Atlanta, Ga., on May 27-28. Above, Clarence Muff, district manager, at left, 
displays to the salesmen proofs of advertisements that will create consumer 
demand for the colorful new insulating panels, which form the demonstra- 
tion wall in background. Left to right, from Muff, the Wood Conversion reps 
include N. T. Gallagher, New Orleans; Frank Burgen and J. L. Lambert, 
Atlanta: W. A. Soderberg, High Point, N. C.; B. Z. Routh, Greensboro, N. C.; 
T. A. Gaskin Jr., Birmingham; D. E. Dahle, High Point, and Wayne Scott. 
Atlanta. The group visited Wood Conversion’s new Atlanta warehouse. 
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vision. He will be in charge of this 
firm’s new plant in Charleston, S. C., 
which is now under construction. 
Van Hoy has been with Bird for 
nearly 35 years, since 1946 as South- 
ern division sales manager. 

The Van Hoys have resided since 
1926 in Sanford, Fla., where he is a 
director of the savings and loan 
bank. He is a member of Hoo-Hoo 
and an associate member of the 
Florida Lumber and Millwork Assn. 

Sears joined Bird and Son in 1924. 
He has sold for the company in Ohio, 
West Virginia, Virginia, and North 
Carolina. For the past 10 years his 
headquarters have been in Raleigh, 
N. C. 


Picture Panel Doors 
Gain National Favor 


“Introduced only three months 
ago, the new line of picture-panel fir 
doors has been received enthusi- 
astically by architects and builders,” 
members of the Fir Door Institute 
were told at their recent annual 
meeting in Tacoma, Wash., by Robert 
N. Kelly, newly-elected president. 

“The new line of doors is making 
inroads in markets that normally do 
not favor panel doors,” said Kelly. 
“Architects and builders have indi- 
cated almost universal approval of 
the new trend, the first significant 
advance in door-styling in 25 years. 
This is only the start of an entirely 
new line designed to meet the need 
for doors which will bring color and 
dimension into the home. Within the 
year, the industry plans to introduce 
other new modern styles.” 

General sales manager of M and 
M Woodworking Co., Kelly succeed- 
ed A. C. Peterson, sales manager of 
Buffelen Manufacturing Co., in the 
association’s top post. Other new 
officers are: vice-president, Joseph 
H. Manley, Washington Door Co.; 
secretary, C. L. Emery, Simpson 
Logging Co.; and treasurer, James 
L. Buckley, Georgia-Pacific Plywood 
Co. FDI trustees are A. C. Peterson; 
E. A. Nord, of E. A. Nord Co., and 
Douglas Gonyea, Clear Fir Products, 
Inc. 


New Lighting Emblem 


Members of the American Home 
Lighting Institute have adopted an 
emblem for identification with their 
organization. 

Miss Minita Westcott, managing di- 
rector, pointed out that the emblem 
“will serve to identify each of our 
individual members with the broad 
national program that is in operation 
to emphasize the desirability and 
benefits of installed home lighting 
fixtures.” 

The emblem shows the institute 
name and a figure holding a sign, 
“Light for Living.” 


SOUTHERN BUILDING SUPPLIES for JULY, 1954 





Builders lik 
Wind e to use Fenes * 
cost rei ee eid like the et — 
med Fene ation of completet wn ba 
dow ie prs Window Units vo 
pana Roig sacs pres = 
deal). Th y dealer as a “pack rim, 
del). They lke the “added eye 
ras ag that a top Balvir a 
that’s PP s about in the Pare waa 
wn below. er ad 





“  _, after decidin 


we were 


Mr. Cardio 
spoke to us # 
we would 


WindoWall w 


class, W€ 


WindoWall was not 
“However te 
windoWall a try. 
cations. The 

added substao 
T 


sales appeal. 
higher © 


our expec 


slightly 


rites, S 
pout the 


o 100) 


Hom 
eo , 
Fenestra Genel like to live with 
because F el Residential Wind Xa 
tion, to — offers easy — 
’ ‘ oper: 
ieiaialt aed uae beauty, sto cl 
Bamenwne many other advanta 7 
ee a rs have made Fen ges. 
tur f.4 t steel windo estra 
De in America w manufac- 
alers li ’ 
because it a to sell the Fenestra lin 
ers extra e 
profit possi 
$Si- 


A salvte to those whe mode it po* 


your Wi 


ar beyon 


me S- Cardin, vic 


g to give 
pleased f 


__- says Jere 
admiral Constructi 


“Once age! 
quality prod 


moaths 46° when you 
many advantages which uct 
i the new Fenestra* 
rather hesitant 
had been 
s wo 


such 
4s synony* 

This lecter °Y 
al) over the country 


For full © 


Trimmed Casements 
Projected (awning *) 


tial Type Doo 
Fenestra Buildin 
Hot-Dip G 
Representar'v® 


pecessaty: 
r decidipg © na 
we were pleased far 
benefits 
tially 1 oUF pr 
is has more ¢ 

Detroit 1, 


riginal cost. 


windows ° HaROWwARE ° CASINGS « $C 





Baltimore, M4 
Admiral Construct 


d our expe 


on Corp. Boltim 


», our sincere thank: 
To us the 


mous with 
the reaction 
who are using the 

of every price 


piles 


WindoWall in hom 


formauen © 


Wine 


g Proc 
yal vanizing ) + call your 


Or write *° Detrot 
t. sBS-7 


BY, 
= Michig#" 


—_ Fenestra \: 


jy moder 
titetion ens 
n oS 


Your need 
with trash orf “er 
daveloe vhs wonderty! Fenes! 


bilities (the wi 

window wi 

- with 

pe ~, Maaysare — and sete 

; sa i 

pose. Pig oe. bie a 

a BL -pnsen by strong olan 
— consumer advertisi mg 

Rate write to Shiveh a 

be ompany, Depar an 

. ae 421 Griffin Str cue 
pg? il eet, Detroit 

*® 


One of 0 grovP of 90 homes 
ontractor der 
on COP. 


ndoWall a try, 


ctations!”” 


s for offering 


Fenestra name 
” 


Fenestra 
bracket. 
Fenestra Ready- 
joWall, Residential 
Windows, Residen- 
set Doors and other 
nd Fenestra Super 
local Fenestr@ 


Street, 


+ Steel products Com 


‘42h 


ResiDEeNntiAt 
etTeet winoows 


AND poors 


sash 


‘ 





<Swashington NEWS | 


Old Act Extended 


Failure of the joint Senate-House 
committee to work out differences 
between the housing legislation 
adopted by the two houses made it 
necessary to pass a bill extending the 
Housing Act of 1953 for another 
month—through July 31. With the 
construction boom carrying a large 
share of the economic stabilization 
load, mortgage insuring and regulat- 
ing provisions are imperative while 
the joint committee seeks agreement. 

The main difference of viewpoint 
between the houses is on further 
public housing by Uncle Sam. The 
House bill would have none of it, 
but the Senate strung along with the 
President’s request for 35,000 public 
housing units a year for the next four 
years. 

However, the Senate did not in- 
clude several other key provisions 
originally requested by the White 
House. Buyers of old homes would 
not be given the same terms as those 
of new homes. The President would 
not be given authority to raise in- 
terest rates on FHA-insured mort- 
gages. The Federal National Mort- 
gage Assn. would not be revised 
drastically. Homes would not be 
available on a basis of no down-pay- 
ment and 40 years’ maturity. 

Meanwhile, Congress adopted the 
Independent Offices Appropriations 
bill with a surprise amendment that 
give the Housing and Home Finance 
Agency administrator substantial 
new powers over FHA, PHA, and 
constituent agencies. Its purpose: “to 
promote economy, efficiency, and 
fidelity in operations of HHFA.” 


Flexible FHA 


As the Federal Housing Administra- 
tion approached its 20th anniversary 
as a Federal catalyst for pay-as-you- 
go housing, Acting Commissioner 
Norman P, Mason, former Massa- 
chusetts lumber dealer and associa- 
tion leader, enacted several measures 
to safeguard against some abuses 
uncovered in spring investigations. 

First, the number of “sensitive 
positions” in the agency was increas- 
ed from 21 to 91. Mason said that 
both the Civil Service Comm. and 
the Federal Bureau of Investigation 
were checking on the security-able- 
ness of the FHA personnel. 

Second, FHA ruled these “luxury 
items” as ineligible for FHA Title I 
home improvement and repair loans: 
barbecue pits, swimming pools, ten- 
nis courts, kennels, flower boxes, 
grading and landscaping, penthouses, 
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photomurals, tree surgery, valances 
and cornice boards, greenhouses, 
venetian blinds, fire alarms, burglar 
alarms, lawn sprinklers, door control 
devices, fire extinguishers, outdoor 
fireplaces or hearths, airplane hang- 
ers, bathhouses, and television an- 
tennae. 

Third, to prevent exploitation of 
the FHA section 203 small rental 
housing program by promoters seek- 
ing to avoid the more restrictive re- 
quirements for multi-family mort- 
gage insurance, FHA ordered all ap- 
plications for mortgage insurance on 
12 or more rental units to be sent 
to Washington headquarters for con- 
sideration by experienced FHA ap- 
praisers. 

Fourth, corporate sponsors of FHA 
multi-family housing were required 
to obtain prior FHA approval before 
paying dividends out of any proceeds 
from FHA loans and before effecting 
changes in capital structure. 


FHA Accomplishments 


Speaking to the annual joint meeting 
of the American Institute of Archi- 
tects and the Producers Council in 
Boston, Commissioner Mason pointed 
to the accomplishments of the Fed- 
eral Housing Administration since 
June 27, 1934: 

“FHA has been operating on a 
pay-as-you-go basis without direct 
Congressional appropriations since 
1940. FHA is now paying into the 
Federal treasury more than $100,000,- 
000 annually, which it is adding to 
its reserves. But this does not rep- 
resent the real worth of FHA. The 
real value is the part that FHA has 


Norman P. Mason, acting 
commissioner of FHA 


played in helping 3,500,000 American 
families acquire homes—and at the 
same time helping 7,500,000 families 
finance improvements and repairs to 
their homes.” 

R. G. Hughes, president of the Na- 
tional Assn. of Home _ Builders, 
praised the housing agency on its 
20th anniversary in these words: 

“In the difficult years that have 
elapsed since its creation in 1934, the 
FHA has developed into a remark- 
able instrument of service for all 
our people. The system of mortgage 
insurance brought into being under 
the FHA program has done more 
than any other single factor in our 
whole economic structure to make 
this the best-housed nation on earth.” 


“Investment in People” 


Latest printed study by the Chamber 
of Commerce of the U. S. is entitled 
“Education—an Investment in Peo- 
ple.” Tracing the vast growth of 
school population during this decade, 
the study points out that even with 
the recent increase in school con- 
struction, school revenue in 1950 was 
only 2.5% of the total 28% of the 
national income taken by all govern- 
ment taxes. 

The study urges businessmen to 
take the lead in developing com- 
munity support for additional school- 
tax efforts by state and local govern- 
ments to meet present and future 
needs. It demonstrates that good 
schooling develops “the potential 
skills and understandings of a people 
so that they may be more efficient 
producers, more appreciative cus- 
tomers, and more able to use and 
value political and economic free- 
dom.” 


Boosts for Module 


Endorsement by the International 
Union of Architects of the 4-inch 
module used today in the U. S. and 
other countries as a basis for modular 
coordination, and its increased use 
by architects, contractors, and mate- 
rial manufacturers, have effected 
publication by the housing research 
division of the Housing and Home 
Finance Agency of a booklet entitled 
“Building Better from Modular 
Drawings.” Copies of the 24-page 
booklet are available for 20 cents 
from the Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C. 

The booklet explains the modular 
method and illustrates its economies 
for the manufacturer, construction 
crew, estimator, and architect. 
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Uses UnDimited ! 
Johns-Manville ASBESTOS FLEXBOARD 


Flexboard is strong and tough . . . looks and wears like stone 
. -- handles and works like wood 


JULY, 1954... 


Mabe oF AsBESTOS AND CEMENT, formed 
under tremendous pressure and hydrauli- 
cally re-pressed for added strength, Johns- 
Manville Flexboard® offers advantages 
never before combined in a single building 
material. The large 4’ x 8’ sheets in %’, 
Ye’ and %4” thicknesses are easy to handle. 
They can be nailed without drilling, worked 
with ordinary carpenter’s tools, and, if nec- 
essary, flexed to fit curved surfaces. 


| A 


Flexboard won't rot, rust or burn. It never 
needs paint to preserve it. Once in place, 
inside or out, Flexboard is ready for years 
of trouble-free service. 

Recommend J-M Asbestos Flexboard for 
low-cost construction and long-lasting, eco- 
nomical service. For free illustrated bro- 
chure giving full details about Asbestos 
Flexboard, write Johns-Manville, Box 60, 
New York 16, New York. 


JM Johns-Manville 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Supply & demand * — 


HAPPY ANOMALY. Characterizing 
the 1954 private construction boom 
as a “happy anomaly,” the June 
Monthly Review of the Federal Re- 
serve Bank of Richmond explained 
that— 

“The face of America—particularly 
the suburban face—is in process of 
rapid and drastic change. New con- 
cepts and new attitudes, presumably 
spawned from the desperate eco- 
nomy of the 1930’s, and the war- 
restricted economy of the early 
1940’s, are now firmly rooted in the 
minds of homebuyers, homebuilders, 
and home-lenders, Homebuying is no 
longer a process of patient waiting 
and painful saving. Traditional fru- 
gality is being relegated to the past, 
and ‘Buy! Live! and Pay As You Go!’ 
are the attractive slogans of the 
present era. 

“Apparently, all major groups in- 
volved vote aye. The homebuyers 
like it. The homebuilders like it. The 
mortgage lenders like it. The ulti- 
mate savers, who supply the funds, 
add their approval as well as their 
savings to the unmistakable whirl of 
construction activity.” 


MAY REPORTS on residential 
construction contract awards in the 
37 eastern states made this commen- 
tary more meaningful. Dodge re- 
ported the residential total for May 
at 29% above May ’53—a new month- 


ly peak. 

U. S. estimates of private non- 
farm housing starts in May placed 
the total at 105,500—100 under last 
year. Starts were at a seasonally ad- 
justed rate of 1,038,0000 per year. 


THE “PHENOMENAL” PACE of 
construction prompted the U. S. De- 
partments of Commerce and Labor 
to revise their building estimates for 
the year. The new forecast is for new 
construction expenditures this year 
to reach $36 billicn and top last year’s 
all-time record by 2%. Part of the 
reasoning: 

“The more optimistic construction 
outlook at the present time results 
largely from a higher level of new 
homebuilding so far this year than 
was expected last November... . 
Current indications are that 1,080,000 
new private non-farm dwelling units 
will be started this year.” 

The Federal Reserve Board at- 
tributes the building boom to the 
continuing supply of mortgage funds 
at attractive interest rates. The board 
anticipates strong building activity 
throughout the year. 


THE UPSURGE in home and com- 
mercial construction is causing the 
earlier declining price trend and sales 
volume in lumber and other build- 
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ing materials to level off—or start 
upward again. Wholesale movement 
of lumber and building materials in 
April was figured at only 1% below 
the previous year, while four-month 
sales were down 6%. The barometer 
on retail sales of lumber and build- 
ing materials showed April sales off 
10% for the month, and 8% for the 
four months. 

The wholesale price index on lum- 
ber and wood products did not 
change from April to May—the first 
in several months when a price de- 
cline was not made. For a year, how- 
ever, the lumber price index was 
down 4.6%. 


THE LUMBER PACE among re- 
tailers appeared to be changing last 
month from April, when sales were 
down 7.1% from ’53 and inventories 
had shrunk 6.2%. 

Due to low inventories, limited 
production, and growing demand, 
the prices for Southern pine last 
month had swung in line with the 
uprise on West Coast species. Besides 
getting rid of some odd stock, the 
recent auction purchase by the Corps 
of Engineers in Atlanta, Ga., lent 
strength to the firmer pine prices. 

Scattered strikes among West 
Coast mills -were expected to result 
in new high prices on the lumber 
bought by the government at the 
auction held in Portland, Ore., on 
June 28. Fifteen million feet were 
sought. 

The National Lumber Barometer 
for the week ended June 12 showed 
production 1% down from -’53, but 
shipments were even, and orders 
were 13% greater. The order line-up 
by species: Southern pine, 4% more; 
Douglas fir, 16% more; Western pine, 
14% more; Northern pine, off 14%; 
Southern hardwoods, off 13%; oak 
flooring, up 58%; maple flooring, 
down 19%. 


LOWER RAIL RATES? Lumber 
producers in the South—and espe- 
cially wholesalers—hope so as a re- 
sult of a current study by a commit- 
tee of the Southern Freight Assn. A 
survey made by the Southern Whole- 
sale Lumber Association’s enterpris- 
ing Bob Darrah revealed that rail 
shipments of lumber by many mills 
had dropped more than 50% while 
truck shipments had more than 
doubled. Greater volume of rail ship- 
ments is anticipated by the industry 
if rates between the South and Offi- 
cial Territory are reduced moderate- 
ly for lumber. 

Just a coincidence, perhaps, with 
the request for lower lumber freight 
rates is a news release by the Assn. 
of American Railroads. It details the 
expenditures by the Class I railroads 


for forest products. The amount so 
spent by the lines last year was $176 
million—equal to about 9% of total 
expenditures. 


AS THE 10TH anniversary of the 
GI bill was observed June 22, the 
National Assn. of Home Builders re- 
minded war veterans that they have 
only two more years—until July 25, 
1957—during which they can clear 
applications for liberal house loans 
through the Veterans Administration. 


LU-RE-CO ACCEPTED. The un- 
derwriting director of the Federal 
Housing Administration last month 
announced the “structural accep- 
tability of the special method of con- 
struction involved” in the fabrication 
of wall panels by the Lu-Re-Co 
system. 

A six-point program of action for 
manufacturers of fir plywood was 
proposed at the annual DFPA meet- 
ing in Gearhart, Ore., last month by 
Reno Odlin, president of the Puget 
Sound National Bank. His points in- 
clude an orderly distribution pattern, 
exercise of common-sense in indi- 
vidual sales problems, development 
of price policies that build customer 
confidence, greater plant efficiency, 
increased promotion in all plywood 
markets, and statesmanlike business 
leadership. 


New Orleans Leaders 


W. H. Moynan has succeeded Char- 
les R. McKee as president of the 
Lumbermen’s Club of New Orleans, 
Inc. 

Other new officers, installed at the 
annual dinner meeting at the Lake- 
wood Country Club, are Walter 
Isaacks, vice-president; Thomas Bre- 
merman, secretary, and Samuel 
Cohen, treasurer. 


Pine Mills Organize 


Representatives of 25 lumber mills 
met early in June at Savannah, Ga., 
to hold the first meeting of the new 
Southeastern Pine Marketing In- 
stitute. 

The group also elected a slate of 
officers. Carl Brice, Brice Lumber 
Co., Archer, Fla., is president; Cliff 
Jones, Flack-Jones Lumber Co., 
Moncks Corner, S. C., vice-president; 
M. P. Pope, Pope Lumber Co., Wash- 
ington, Ga., treasurer. 

The executive committee includes 
H. F. Beal, Beal Lumber Co., Jack- 
sonville, Fia.; P. L. Brown, C. A. 
Brown Lumber Co., Ivanhoe, N. C., 
and H. L. Manley, Reynolds and 
Manley Lumber Co., Savannah, Ga. 
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TO BE IN THE SWIM, SELL TENSION SCREENS! 
TO WIN TOP SALES, SELL 


KEYSTONE 





TENSION SCREENS are the most modern, convenient and 3 — Exclusive Keystone free-floating sill bar 
economical window screens ever. They weigh a lot less than assures snug fit at bottom... automatically 
old-fashioned screens . . . are a cinch to put up and take down adjusts the screen to uneven or off-level sill 
from inside the house. They solve the storage problem. ... is easily raised in a jiffy for dusting. 


BUT ...FOR TOP SALES IT’S KEYSTONE 


Just make a comparison of tension screens and you'll see why 
Keystones are in a class by themselves. In the first place, 
they're all-aluminum ... never rust or stain the woodwork 
... have extra years of service life. What’s more, only Key- 
stones have all five of the following special advantages: 


4—There’s no bulky, unsightly hardware on 
the window sill with Keystone Screens... 
just two small, neat, permanent brackets. Only 
six screws in all are required for each window. 


1 detent bd by 2 sw, A mts QUIR 5—The ecg vat dee oe 
headed screw installed in the top blind stop \ oe tel Gat wire bo eames comaiets el. 
holds the readily removable top bar bracket. a P E 

: ability and necessary tautness. 


2 — Patented, tamper-proof tension catch at 

sill holds Keystone Screen securely in place. of) ~ For maximum sales in this fast-growing market, get the 
Just turn the knob to adjust for proper per- _—<2af{~ whole story about Keystone Aluminum Frameless Tension 
manent setting. Screens. Mail coupon below. 


See i# (tt i a a a Ss a, 
Keystone Wire Cloth Co. 


Dept. D-7, Hanover, Pa. 

Kindly send me ful! information about Keystone Aluminum Frameless 

Tension Screens. 

Firm j 


WIRE CLOTH COMPANY My name — , j 











HANOVER, PA * FOSTORIA, OHIO 
Zone. State 


Street - 
City —_ = | 
ES a ae a sa 
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“DREAM” VISUALIZER 


“Prelude to Happiness” is the name 
of a new visualizer published by 
National Plan Service, Inc., to help 
dealers sell more new homes. It con- 
tains full-color renderings and floor 
plans of 60 modern homes. It also 
features color pietures of a selection 
of modern kitchens, recreation rooms, 
and built-ins. 

The 100-page “Prelude to Happi- 
ness” tells how the Bedfords, an 
average American family, translated 
their “dream home” plans into the 
real thing, including a colorful rec- 
reation room and kitchen. 

Plastic-bound, the sturdy pages of 
this visualizer are 13 by 10 inches. 
Copies are recommended for place- 
ment by dealers in beauty salons, 
barber shops, doctors’ offices, and 
other places where women and men 
appreciate interesting, attractive 
reading matter. The frontispiece of 
each copy consists of a letter “dedi- 
cated to YOU,” which compliments 
the reader’s contribution to com- 
munity progress and urges consid- 
eration of “life’s second greatest 
possession”—a home of your own. 

Full-color display posters are avail- 
able to dealers for promotion of in- 
terest in and use of this planning 
guide. 

Contact: National Plan Service, 
Inc., Dept. SBS, 1700 West Hubbard 
St., Chicago 22, IIl. 


BATHROOM ACCESSORIES 


A new counter or window display is 
designed to help customers select the 
Miami-Carey thrifty-line bathroom 
accessories, 








Thirty inches long, 21” high, and 5” 
deep, the display is printed in forest 
green, red, and chartreuse. A Scotch- 
man emphasizes the thrift angle. 

Contact: Philip Carey Manufactur- 
ing Co., Dept. SBS, Cincinnati 15, 
Ohio. 
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silent salesmen { De 


PAINTING HANDBOOK 


The “Week-End Decorator’s Hand- 
book” contains 68 pages of informa- 
tion on painting techniques for any 
part of a house; staining; varnishnig; 
shellacking, and refinishing furni- 
ture. 

Each idea is clearly illustrated 
with photographs. Such helpful ideas 
as coating walls with starch for 
longer paint wear, achieving textured 
finishes, ways to protect hands while 
working, safety on rooftops, are 
given to make any job easier for the 
layman. 

Full-color photographs of bed- 
rooms being shown in advertisements 
in women’s and home magazines 
have been reproduced on 18”x28” 
posters for use in dealers’ showrooms 
and display windows. They inspire 
“Week-End Decorator’ to remodel 
bedrooms, use bright colors on walls 
and woodwork. 

Retailers can also utilize the 10 
posters to suggest color schemes to 
customers planning to do interior 
painting. 

Contact: Archer-Daniels-Midland 
Co., Dept. SBS, Minneapolis 2, Minn. 


HARDBOARD USES 


“Allwood Hardboard in Modern 
Building and Home Design”’ tells the 
home-owner how to work hardboard 
in various home applications. 

It tells what thickness hardboard 
to use for various jobs, how to install 
panels with adhesives, how to bend 
it around curves, how to put up 
furring, and how to construct built-in 
furniture. It gives a table of bending 
radii and tells the advantages and 
physical properties of various hard- 
board types. 

Contact: Oregon Lumber Co., 
Hardboard Division, Dept. SBS, Dee, 
Ore. 


MODEL HOME KIT 


A new kit from which anyone may 
construct a model home and sur- 
rounding landscaping from architect 
or stock plans is offered for dealer 
use. Parts are scaled to 4” per foot. 

The kit permits prospective home- 
owners to construct a model of their 
proposed home, avoiding possible 
mistakes. It permits a dealer to show 
how one of his suggested plans can 
look, for advertising purposes. Build- 
ers can use the kit to show replicas 
of some of the betters homes they 
have constructed. 


Each kit sells for $9.95, plus post- 
age. 

Contact: Cleveland Crafts Co., 
Dept. SBS, 4705 Euclid Avenue, 
Cleveland 3, Ohio. 


PLYWOOD SALES AIDS 


Manufacturers of Douglas fir ply- 
wood have announced a “Big Five” 
selling package, to serve as an inte- 
grated local merchandising campaign. 
It includes a direct-mail kit with 
1,200 easy-to-use statement inserts; 
such point-of-purchase display items 
as Handy Panel rack and 3-D viewer 
with color photographs; quarterly 
newspaper ad mat service; TV spot 
commercials, and window banners 
that identify the dealer as fir plywood 
and Do-It-Yourself headquarters. 
Contact: Douglas Fir Plywood Assn., 
Dept. SBS, Tacoma 2, Wash. 


CALK FIRST. | 
THEN PAINT is 


CALKING CARTRIDGES 


A new dispensing carton for Handi- 
calk calking cartridges, a paint can 
display card, and a window streamer 
are the tools for a new promotional 
campaign to sell more calking mate- 
rials during the summer. They all 
convey the message “Calk First, 
Then Paint.” 

Each carton holds 10 cartridges 
and is so constructed that when the 
bottom cartridge is removed, another 
falls into place. With every four 
cartons, the dealer receives a paint 
display card and window banner. 

Contact: Gibson-Homans Co., Dept. 
SBS, 2366 Woodhill Road, Cleveland 
6, Ohio. 


HOME COOLING GUIDE 


A handy slide rule permits estimat- 
ing at a glance the seasonal operating 
costs of home cooling systems. It 
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Packy, the Professor from Pack 
River, points out: Dollar for 
dollar, these well-manufac- 
tured, scientifically kiln-dried 
selects are the best value of the 
current lumber market. With 
confidence you can recommend 


ack River 


Qualitized” 


Englemann Spruce’® 


SELECTS 


dustrial, home, or do-it-yourself 
use—wherever selects are called 
for. They and you will be get- 
ting an unusual value. 


Be sure! Insist on Pack River 
‘“Qualitized” Engelmann 
Spruce Selects. 


*Originally known as North Idaho 


ek ioe 
jp 


SPOKANE, WASH P.O, BOX 64 


Engelmann Spruce. 


ACK RIVER SALES CO. 


° TELETYPE SP. 105 e TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO 
Sandpoint, Idaho 


NORTHWEST 
Gibt 


TIMBER CO THOMPSON FALLS LUMBER CO 


Jaho Thompson Falls, Mont 


e CRESTON SAWMILLS, LTD * 


Creston, 8. C 





covers systems with waste-water 
condensers, cooling towers, evap- 
orated condensers, and air-cooled 
condensers. 
The only information the user must 
supply to operate this Coleman Econ- 
omy Guide for Home Cooling is the 
length and width of the house, kind 
of insulating and shading (best, good, 
or fair); amount of temperature re- 
duction desired (15 or 20 degrees), 
and the local electricity and water 
rates, 

Contact: Coleman Co., Inc., Dept. 
SBS, 250 North St. Francis Ave., 
Wichita 1, Kan. 


WINDOW MATERIALS 


A sturdy, all-metal vertical-type fix- 
ture is offered to hold five full rolls 
of R-V-Lite and Vimlite window ma- 
terials or other roll goods up to 36” 
wide. 


Called the “49er,” the stand is 57” 
high and uses only 22”x38” of floor 
space. It features a convenient meas- 
uring rule and a full-length cutting 
groove, The cost is $6 with a $49 order 
of R-V-Lite materials. 

Contact: Arvey Corp., Dept. SBS, 
3462 North Kimball Avenue, Chica- 
go 18, Ill. 


HOW TO PAINT 


“Paint It Right” is a colorful, easy- 
to-read booklet for the Do-It-Your- 
self painter. 

It contains helpful data and paint- 
ing short-cuts for all kinds of jobs. 
It encourages the amateur to tackle 
painting jobs he might otherwise shy 
away from. 

Contact: Seidlitz Paint and Varnish 
Co., Dept. SBS, 18th and Garfield, 
Kansas City, Mo. 


TUBULAR LOCK DISPLAY 


A compact counter display revolves 
at a finger’s touch to show both sides 
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of the three E-Z-Set locks installed. 

Shown on the unit are a lock for 
exterior doors, with key inserted; a 
lock for passage between rooms, and 
a lock for bedroom and bathrooms. 
All are labeled. 

Contact: National Hardware Corp., 
Dept. SBS, Ozone Park 16, N. Y. 


TV, MOVIE PLAYLETS 


Seven new 16-mm color, sound 
movie playlets for TV announce- 
ments are offered to lumber dealers 
to attract greater attention to the 
dealer’s name and homebuilding 
services. They are suitable for 20- 
second announcements. 

Playlets also are offered for movie 
advertising. 

Contact: West Coast Lumbermen’s 
Assn., Dept. SBS, 1410 S. W. Morri- 
son St., Portland 5, Ore. 


DIRECT-MAIL ADS 


A low-cost mailing piece that speci- 
fies the lumber yard as “your one- 
stop farm repair headquarters” is 
offered to dealers who sell Masonite 
Tempered Presdwood hardboard. 
Printed in three colors, the broad- 
sides are designed to bring the lum- 
ber dealer additional business from 
farmers, who have a constant need 
for repair and maintenance mate- 
rials. They are mailed by Masonite 
to R. F. D. or post-office box holders. 
Contact: The Masonite Corp., Dept. 
SBS, Box 1777, Chicago 90, III. 


QUICK-SERVICE HARDWARE 


Colonial solid-brass cabinet hardware 
is now packaged in new “quick- 
service” individual bags with win- 
dows that permit the customer to 
see the hardware, while the hardware 
is being kept clean. 

One dozen units are packed in a 
display carton that opens up to form 
a self-service unit. 

Contact: American Cabinet Hard- 
ware Corp., Dept. SBS, Rockford, III. 


IRON HARDWARE 


Twenty items of forged iron hard- 
ware for home application are illus- 
trated and described in folder No. 
5002-FI, suitable as a hand-out piece 
in stores. 

Entitled “Friendly Doorways,” the 
folder stresses the authentic design 
of McKinney forged iron hardware 
and gives specifications of various 
pieces. 

Contact: McKinney Manufacturing 
Co., Dept. SBS, 1715 Liverpool 
Street, Pittsburgh 33, Pa. 


FUEL COST ANALYSIS 


The National Coal Assn. has devel- 
oped a fuel cost-analysis form to 
make it easy for coal salesmen to 
compute the comparative cost of 
coal, fuel oil, and gas. 

On one side are tables that show 
the number of gallons of fuel oil and 
therms of gas required to equal a 
ton of coal ranging in BTU content 
from 7,000 to 15,000 per pound. The 
front of the form gives an easy 
formula for computing fuel costs and 
provides space to record the name 
of the customer or prospect, for 
whom it was prepared, and the con- 
dition of his heating equipment. 

Contact: Coal Heating Service, 
National Coal Assn., Dept. SBS, 
802 Southern Building, Washington 5, 
D. C. 


WALL PANEL DISPLAY 


This display is offered free to dealers 
who stock and sell East Coast pre- 
finished wall paneling. 

The single fold-away unit depicts 
different types of panelboard and 
uses cut-away sections to show ap- 
plications under typical conditions. 
The use of moldings and divider 
strips also is shown. 

A smaller, counter-type display is 
also available. 

Contact: East Coast Tilebord Corp., 
Dept. SBS, Brooklyn 37, N. Y. 


SOUTHERN BUILDING SUPPLIES for JULY, 1954 





8 
| nd 


is tracking down 
EXTRA SALES for you! 


The Masonite Man is out looking for the men who can 

send business your way. He is making regular calls on 

architects, builders and contractors... selling them on 
Masonite Presdwood and its many advantages. 


The better acquainted these influential men become with 
the reasons for using Presdwood", the oftener they will 
call for it. And the oftener they call for it, the more you will 
enjoy a steadily growing volume and profit from 
Presdwood products. 


Do YOU have enough Presdwood on hand? 
You'll need a balanced inventory 


to meet the increasing demand. 


NATURALLY STRONGER WITH LIGNIN 


ick ® 
PREspwOOD MASONITE 
Woop mane BETTER 


CORPORATION 


Dept. SBS-7, Box 777, Chicago 90, Ill. 


“Masonite” sigr s that Masonite Corporation is the source of the product 


& 
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association activities 


Dealers and Papers 
Team Up in Oklahoma 


Advertising and promotion of 
homebuilding, repairs, and improve- 
ments are increasing as a result of 
teamwork between members of the 
Oklahoma Lumbermen’s Assn. and 
the Oklahoma Press Assn. It’s an out 
growth of “Operation Big-Switch,” 
the dealer seminar held by OLA 
recently. 

After attending the seminar, OPA 
Secretary Ben Blackstock sent out 
a letter to the newspaper publishers 
with a return card to be filled in and 
mailed to OLA’s office. It read: “Our 
newspaper desires to cooperate in 
building more linage from our local 
lumber and building material deal- 
ers. We would like to designate the 
member of our staff listed below to 
receive material from your indus- 
try.” 

Blackstock wrote to Manager Bill 


Morgan at the Oklahoma Lumber- 
men’s Assn. Office: 

“The idea of further merchandis- 
ing through the local lumber dealer 
to the ultimate consumer by news- 
paper advertising affords a great 
opportunity for our two associations 
to help each other. As you know, 
your local press has men on its staff 
trained to merchandise through ad- 
vertising. Also, they are trained in 
advertising ideas, layout, copy, and 
working out proper budgets for 
clients. 

“Your suggestion that the press 
association could furnish an adver- 
tising manager to your local lumber 
dealer without cost is not only good 
but practical as well. Your busy 
dealers can not always have time 
for details such as preparation of 
copy, ideas, layouts. All this could 
be handled by a representative of 
the local paper’s advertising staff. 

“The idea of your association 
keeping a designated member of 


LEAD CAROLINA BUILDING SUPPLY SALESMEN 


Elected at the annual meeting held during the convention of the Carolina 
Lumber and Building Supply Assn. in Asheville last spring, these men are 
leading the Carolina Lumber and Material Salesmen’s Exchange this year. 

Seated from left are Charles E. Graham, Johns-Manville from Raleigh, 
president; W. W. Smith, National Gypsum from Charlotte, first vice-presi- 
dent; Earl Stradtman, Southern States Iron Roofing from Columbia, second 
vice-president, and W. W. Kendall from Charlotte, immediate past-president. 

Three exchange directors are standing. From left, they are A. M. Hill, 
U. S. Plywood from Columbia; Arthur Ramseur, Ford Roofing from Green- 
ville, S. C.:; and Robert S. D. Cowles, Armstrong Cork from Charlotte. 

When asked about the exchange’s plans for the year, President Graham 
said that “we plan to play a bigger part and have a bigger part” in the 


industry‘s Carolina activities. 
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the local newspaper advertising staff 
informed on developments in your 
industry would further help us to 
supply your industry with what 
could be termed account executives 
in advertising, informed with mer- 
chandising and advertising ideas 
without the salary cost of an adver- 
tising manager. Your dealers could 
get this specialized service designed 
to fit the selling of your retail lum- 
ber dealers’ products and services in 
return for the investment they make 
in advertising space in their local 
paper.” 


it’s Fort Worth in ‘55; 
LAT Plans Austin Offices 


Due to the record-breaking at- 
tendance and exhibits at the 1954 
meeting of the Lumbermen’s Assn. 
of Texas, in Fort Worth, that body’s 
board of directors has voted to hold 
the 1955 convention-exposition of 
dealers at the Will Rogers Coliseum 
there. 

According to Executive Vice-Presi- 
dent Gene Ebersole, the hotels and 
motels are already taking reserva- 
tions for the April 3-5 convention in 
Fort Worth. 

Meeting in Fort Worth on June 4, 
the board decided to move the offices 
of the Lumbermen’s Assn. of Texas 
in the fall. Ebersole explained that 
location in the state capital will per- 
mit the LAT staff to work more 
closely with the 133 other trade and 
professional associations which head- 
quarter in Austin. The association 
attorney is located in this city, which 
is more centrally located for field 
travel by Secretary Vincent Ogletree 
and other staff members. 


Southwestern Assn. Holds 
Management Workshops 


The second of a series of manage- 
ment workshops will be sponsored 
at Oklahoma A & M College in Still- 
water, July 23-28, for the owners and 
general managers of individually op- 
erated lumber yards by the South- 
western Lumbermen’s Assn. The en- 
rollment will be limited to 28 men, 
according to Secretary-Manager A\l- 
lan Flint. 

Moderator will be Art Hood, edi- 
tor of American Lumberman, who 
led the management discussions in 
the first workshop in the SWLA 
series at the Elms Hotel in Excelsior 
Springs, Mo., June 28-30. 

The “students” make use of a 
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INHERENTLY INTEGRATED TO DESIGN 
-+- for exterior or interior finishes 





PALCO Redwood is tops 


Rich natural color and grain of Palco Architectural Quality Redwood 
in ALL these qualities 


accent or blend with a host of materials. It is far more than a raw 
material—it is a finished product with the inherent qualities that stand 
alone or combine most effectively in finely integrated design. 
Dimensional stability, ease of workability, durability, and high 
paint retention give redwood unexcelled versatility. And Palco Finest Paint Retention 
Architectural Quality Redwood offers extra value at no higher 
premium, for its uniformity of quality and grade assures full 
utilization. For the finest in functional beauty and design, specify W Good Workability 
Palco Architectural Quality. ' V/_ Glue-holding Ability 


High Dimensional Stability 


Low Swelling and Shrinkage 


Greatest Durability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REODOWOOD ASSOCIATION 
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200-page loose-leaf textbook, every 
other page of which is blank for 
making notes. It was prepared by 
Editor Hood and Ray E. Saberson, 
retired Weyerhaeuser sales official 
who now heads the Lumber Dealers 
Merchandising Institute at St. Paul, 
Minn. 


Georgians Interested in 
Lu-Re-Co Panel System 


Over 80 men gathered at the Henry 
Grady Hotel in Atlanta, Ga., on May 
27 to hear Rudard A. Jones, assistant 
director of the Small Homes Council 
of the University of Illinois and 
panel project chief, show and explain 
how the Lu-Re-Co wall panels are 
pre-assembled in lumber yards and 
shops and then installed on the job 
site. 

Included in the group were four 
representatives of the Federal Hous- 
ing Administration, three Veterans 
Administration officials, 22 members 
of the Southern Woodwork Assn., 
and lumber dealers and builder- 
customers from throughout Georgia. 
The meeting was sponsored by Joe 
Rowell, counselor to the Building 
Material Merchants of Georgia. 

At the annual spring meeting of 
the Southern Woodwork Assn., held 
that same week, President M. D. 


Ebert appointed committees to ex- 
amine the feasibility of the organiza- 
tion sponsoring a millwork cost 
survey each year in cooperation with 
a university research specialist, and 
a survey of insurance costs of SWA 
members. 

The annual fall meeting of the 
Southern Woodwork Assn. will be 
held in Fort Lauderdale, Fla., No- 
vember 15-16. 

SWA members individually agreed 
to invite other millwork producers 
in the Southeast to attend a regional 
meeting of the Architectural Wood- 
work Institute of America. It will be 
held at the Henry Grady Hotel on 
July 13 under the management of 
Byrne Marcellus, of Chicago. 


Woodwork Group Expands 


The Architectural Woodwork In- 
stitute plans its annual convention 
at the La Salle Hotel in Chicago, 
October 15-16. 

Membership in this new associa- 
tion comprised of special millwork 
manufacturers throughout the United 
States and Canada has more than 
doubled since last October. Reserva- 
tions for the convention can be made 
through the institute office at 332 
South Michigan Avenue, Chicago 4, 
Ill. 


LU-RE-CO SYSTEM FASCINATES TENNESSEE DEALERS 


Holding the attention of Tennessee dealers at their annual convention in 

March was an illustrated lecture on the cost-cutting advantages of Lu-Re-Co 

panel construction. Discussing the system here are, left to right, Raymond H. 

Harrell, professor of research at the University of Illinois; W. S. Sexton, 

association president from Knoxville; Clarence A. Thompson, Champaign, 

Ill, chairman of the Lumber Dealers Research Council, and Robert O. 
Brownlee, association secretary-manager. 
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what's new 
from NRLDA 





Merchandising Calendar 


The NRLDA merchandising calendar 
for the third quarter — July, August, 
and September — was mailed to 
dealers last month by state and 
regional associations. It presents the 
coordinated theme for August, as ap- 
proved by the national committee 
and building material manufacturers 
whose advertisements appearing in 
magazines during the week of August 
8 will proclaim: “Add-a-room to your 
home.” 

Under this theme, dealers are 
urged to use these suggestions in 
their newspaper, radio, and display 
advertising that week: finish an attic 
room, add a nursery, build a base- 
ment hobby room, enclose a porch or 
breezeway, or add another bedroom. 

The calendar includes plan sheets 
for each month that suggest weekly 
advertising themes and tie-in copy 
for displays, trucks, statement en- 
closures. Space is provided for deal- 
ers to write in their ad themes, prod- 
ucts, schedules, and expenditures. 


Dealer Data Book 


The second printing of the Building 
Products Dealer Data Book is now 
off the press. Participants in it in- 
clude the Hardwood Plywood Insti- 
tute, Douglas Fir Plywood Assn., 
NRLDA, National Lumber Manufac- 
turers Assn., Ponderosa Pine Wood- 
work, Red Cedar Shingle Bureau, 
Southern Pine Assn., West Coast 
Lumbermen’s Assn., Western Pine 
Assn., and 31 manufacturers of build- 
ing materials and equipment. 

NRLDA asserts that “your data 
book will be one of your best sales- 
men if you make sure it is up-to-date, 
complete, and thoroughly accurate.” 
It provides blank price sheets and 
extra data sheets. 


Roofing, Truck Driving 


Latest additions to the useful in- 
formation published by the National 
Retail Lumber Dealers Assn. for in- 
sertion in the Dealer’s Operating 
Guide are chapters on roofing and 
truck-driving. 

The chapter on truck-driving has 
been reprinted into a handy pocket 
size “Manual for Truck Drivers” in 
the retail lumber and building ma- 
terial industry. Copies of this 12- 
page booklet are available for 15 
cents each from affiliated state and 
regional dealer associations or from 
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~ Philadelphia Builder 
Sells Entire Development 
In Just One Week! 





All 112 
Split-Level Homes 
Roofed with 
Certain-teed 


Thick Butt 
Shingles 





Popular as split-level homes are, 
it takes something special to sell 
57 in one day—an entire develop- 
ment of 112 in just one week. 


It takes outstanding design. It 
takes good, sound construction. 
And it takes the best in building 
materials. 


That's why the “‘specs”’ called for 
Certain-teed Thick Butt Asphalt 


Cortain-leed eye 


REG. U.S. PAT. OFF, 


Quality made Certain... Satisfaction Guaranteed 





Sample Home, Springdell Farms Development, Springfield, Pa. 
Builder: Springdell Corp., Norman Slott, President 


Shingles on every one of thess 


Springdell homes. 


Certain-teed Thick Butt Shingle 
are thicker where it does the most 
good—on the part of the shingl. 
exposed to the weather. They're 


‘‘Millerized’’* for longer life. And 


they come in some of the hand 
somest colors you've ever seen 
Colors that contribute even more 


Tr ARDMORE, PENN 
W/Z 
ASPHALT ROOFING e« 

SHINGLES « GYPSUM F 


EXPORT DEPARTMENT 


FIBERGLAS BUILDING IN 


Architect: David Slott 
Roofing Contractor: Sam Collum 


here because split-level roofs are 
at eye level and so more impor- 
tant to over-all appearance. 


Are you familiar with Certain-teed 
Asphalt Shingles ? There are styles 
and colors for every type home. 
There are no better asphalt shin- 
gles you can stock and sell today. 


*Special asphalt-impregnating process 
leveloped by Certain-teed 


CERTAIN-TEED PRODUCTS CORPORATION 


LVANIA 


100 EAST 42ND ST., NEW YORK 17, WY. 


« SIDINGS « ASBESTOS CEMENT ROOFING AND SIDING 
* LATH « WALLBOARD « SHEATHING « ROOF DECKS « 


ATION « ROOF INSULATION « SIDING CUSHION 
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the Nationa! Building Material Deal- 
ers Service Corp., 302 Ring Building, 
Washington 6, D. C. 

Based on material provided by the 
R. L. Sweet Lumber Co. of Kansas 
City, this manual explains, step by 
step, how drivers can build sales and 
hold down delivery expenses by giv- 
ing close attention to their personal 
appearance, equipment, truck, load, 
driving, deliveries, reports, and per- 
sonal contacts. 

The DOG chapter on roofing covers 
the types to use for different sloped 
roofs. It describes asphalt roofing 
products, asbestos cement roofing 
shingles, metal roofings, and asphalt 
coatings and cement. Finally, meth- 
ods of estimating roof areas and 
quantities are explained. 


Baton Rouge Dealers 
To Meet Twice Monthly 


Thirteen retail building material 
dealers met in April and formed the 
Baton Rouge, La., Retail Lumber 
Dealers Assn. 

Bob Hamilton, Plank Road Lumber 
Co., was chosen president; W. A. 
Gathright, Currie Lumber Co., vice- 
president; F. H. Roark Jr., Ronald A. 
Coco, Inc., secretary, and Norman 
Marchal, Central Lumber Co., treas- 
urer. 

The group will meet one afternoon 
and one evening each month to carry 
out such aims as an educational pro- 
gram for members; improving distri- 
bution; promoting the welfare of 
company personnel in matters of 
health, education, safety, family sta- 
bility, home ownership, and com- 
munity responsibility; to cooperate 
for mutual profit with other factors 
of the building industry. 


Houston Dealers, Families 
Have Much Fun Together 


Building supply dealers in most 
cities rarely ever gather their fami- 
lies together for fellowship and fun. 
But not those in Houston, Tex.! 

They set records by having two 
family parties last month. Two par- 
ties in a month were a record—and 
so was attendance. 

On June 8, a total of 578 men, 
women, and children gathered at 
the annual barbecue held by the Re- 
tail Lumber Dealers Assn. at the 
Detering Country Place. Swayze’s 
Chuck Wagon served a sumptuous 
barbecue supper. The Country Store 
attracted all. Taken from the barbe- 
cue ticket stubs, lucky numbers won 
eases of coffee, sacks of sugar and 
flour, and cans of lard. 

On June 30, another large crowd 
of Houston lumber families trekked 
to the Bayshore Club of the First 
National Bank of Houston. They ate 
a seafood dinner, danced outdoors, 
swam, contested for silver dollars. 
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Memphis Dealers Organized to Restore 
"Quality Values to Lumber Market’ 


QUALITY VALUES have been re- 
stored to the lumber market in the 
Memphis, Tenn., trading area and 
the prestige of dealers has been en- 
hanced through the active participa- 
tion and mutual cooperation of 
some 30 firms in the Memphis Re- 
tail Lumber Dealers Assn. 

This non-profit corporation was 
“organized to study and improve 
market conditions in the local lum- 
ber industry.” The dealer officers in- 
clude Herbert Jordan, president; 
C. E. Thompson, vice-president, and 
W. G. Best Jr., treasurer. Other 
board members include H. B. North- 
cutt, Elliott Whittington, J. W. Tapp, 
and Charles Wilson. 

This group employed James E. Ir- 
win, an attorney, as their secretary- 
counsel and he serves the associa- 
tion from offices in the Columbian 
Mutual Tower in Memphis. 

Here’s the way Irwin recounts the 
organization and progress of the 
Memphis Retail Lumber Dealers 
Assn.: 

“After being called in, I immedi- 
ately went to work calling upon all 
dealers in the Memphis area to de- 
termine their attitude about the pro- 
posed association. To my pleasant 
surprise, I learned that practically 
all of the dealers were concerned 
about the conditions in this market 
and were eager to participate in the 
proposed association. So, we went 
through the regular organizational 
mechanics. 

“In investigating market condi- 
tions, the association concluded that 
retail dealers in this area had lost 
much of the market potential to out- 
side sources and, further, that the 
quality of materials in the area had 
reached an all-time low due to un- 
fair competitive practices being en- 
gaged in by many of the suppliers in 
and around Memphis. 

“We felt that one of the first steps 
necessary was to correct unfair com- 
petitive practices and to promote a 
higher grade of materials. In this 
connection, we found that many of 
the suppliers and shippers in this 
market had been selling lumber at 
a lower price by up-grading di- 
mension lumber. This practice was 
particularly pronounced in the resi- 
dential housing field, which was gen- 
erally F.H.A. or VA financed. The 
situation had become so bad that 
the F.H.A. proposed standard grade- 
marking for all dimension lumber 
supplied in the Tennessee Area. 

“When we learned of this suggest- 
ed solution, we decided to support 
it as a means of guaranteeing that 
everyone would be required to fur- 
nish the same material. This, for- 
tunately, provided another means of 
stabilizing and standardizing lum- 
ber products. 


Secretary Jim Irwin 


“Our association members feel that 
this is the best way that the even- 
tual home-owner can be assured that 
he gets proper quality, rather than 
low price based upon misrepresented 
grades. There were, of course, many 
other reasons why we supported this 
move by the Federal Housing Ad- 
ministration and have found it to be 
working out satisfactorily. 

“In studying market conditions, we 
also found that the Memphis market 
was being swamped with lumber 
shipped from small concentration 
mills located in northern Mississippi 
and Alabama, who were able to sell 
at lower prices because of the fact 
that they do not comply with the 
laws of their state, the Federal gov- 
ernment, and the State of Tennessee. 

“We, of course, felt that if our 
members were called upon to pay 
taxes and comply with the law, that 
the different states and Federal gov- 
ernment should also require these 
people to abide by the law. In this 
respect, our association has fully 
supported the enforcement of Fed- 
eral transportation tax laws, Ten- 
nessee sales and use tax laws, the 
Tennessee lumber peddler’s statute, 
motor vehicle license requirements, 
and interstate commerce regulations. 

“Our association has also under- 
taken a program to educate the pub- 
lic as to the benefits of doing busi- 
ness with a competent, skilled, and 
trained retail lumber dealer who 
stands behind his sales. 

“We have also undertaken a pro- 
gram to inform the dealers of this 
area as to the cost of doing business 
in relation to the cost of the item 
sold. We feel that through a better 
understanding of these matters, 
market short-cuts may be found.” 
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der Alexander Caplan will use 
nothing less than Genuine Cedar Shingles 


In the next twelve months, Alexander Caplan plans one hundred more homes in his lovely Rolling Hill 
development, located at Noe Avenue and Southern Boulevard, Chatham Township, New Jersey. All will 
feature the crowning beauty of genuine Certigrade shingle roofs. 





In his nationally known Rolling Hill, The reasons builder Caplan uses cedar 
New Jersey development, Alexander Caplan has shingles are the same reasons 
used carloads of Certigrade shingles. Certigrades can step up your roofing profits: 


Mr. Caplan—like so many successful builders across ¢ Beauty of appearance 


America — has found that natural materials, 
such as cedar shingles, help speed the sale of his 


e Insulation against heat and cold 
e Rigidity against wind and hail 
homes and build his reputation for quality e Extra years of low-maintenance service 
e Application economy over spaced sheathing 
Your customers are no exceptions. Retailers . , 

h b h MSS ? Cash in on the trend to the “Real Thing” in home 

who remember that profit is tied to mark-up . . . are construction and modernization. Today, start en- 
stressing the value of cedar as joying the increased gross that genuine Certigrade 


against the price of substitute materials red cedar shingles are bringing. 


CERTIGRADE 
SHINGLES 


RED CEDAR SHINGLE BUREAU 


5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 
550 BURRARD STREET, VANCOUVER i, B.C 
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WEST VIRGINIA 


WHEELING: The R. G. Hobbs 
Lumber Co, recently was remodeled 
and enlarged. The firm advertised 
its kitchen cabinets, pre-finished ply- 
wood plank, and other products in a 
May Better Homes Show... . Fred 
Cook, a partner in the Barnesville 
Lumber and Supply Co. since it 
opened three years ago, has sold his 
share of the business to the other 
two partners — James Mann and 
Roy Bunting. The company recently 
added ready-mix concrete to its lines 
of materials. 


GEORGIA 


WASHINGTON: Francis and Jack 
Eubanks have opened the Eubanks 
Brothers Lumber Co. on the Augusta 
road, three miles from Washington. 
They formerly were in business with 
their father, the late J. W. Eubanks. 


MACON: Mrs. Margaret Y. Puck- 
ett, B. C. Puckett, Mrs. Hazel O. 
Knight, and Thomas F. Knight have 
been granted a charter to operate 
a general lumber business, the Sof- 
kee Lumber Co., Inc. 


ATLANTA: To serve builders and 
home-owners better, the Willingham- 
Tift Lumber Co. here now has three 
outside salesmen, These include P. G. 
Sexton, Fred C. Disbro, and Ottis L 
McClung, according to Sales Man- 
ager Roy G. Jones. McClung formerly 
was city sales representative for the 
Southern States Iron Roofing Co. 
Sexton was relieved of his duties as 
mill superintendent by W. E. Kirk- 
land, who now is assistant to the 
president. 


DECATUR: The Balfour Lumber 
Co. of Thomasville, Ga., has opened 
a new lumber warehouse on Glen- 
wood Road to serve the mushroom- 
ing southeast section of DeKalb 
county. 


KANSAS 


ASHLAND: Employees of the 
Home Lumber and Supply Co. and 
their families gathered in Ashland 
recently for their annual business 
meeting and entertainment. Some 92 
persons attended the banquet. Presi- 
dent R. V. Shrewder presented en- 
graved watches to A. T. Johnson and 
Roy Walker for 25 years of service. 


SABETHA: The Farmers and 
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Merchants Lumber Co. has a new 
addition, which extended the width 
of the front, which is now almost 
entirely glass. A new glass storage 
and cutting room was arranged on 
one side. A drafting office was added 
in the rear. 


CLAY CENTER: M. C. Ferguscn 
has been named manager of the 
Kansas Lumber Co. He succeeded the 
late Henry O’Bryan. 


WELLINGTON: Some 2,000 per- 
sons attended the “open house” at 
the remodeled Hangen-Gibson Lum- 
ber Co. Door prizes included lawn 
chairs, wallpaper, basket, and screw 
driver. 


DELPHOS: Ival Trimble has re- 
signed as manager of the Leidigh- 
Havens Lumber Co., a position he 
held for 2% years after being trans- 
ferred from Abilene. He has accepted 
a position with the State Bank of 
Delphos. 


ARKANSAS 


CONWAY: Fred Mattocks has been 
appointed sales manager of the 
Adams Lumber Co. He has been in 
the lumber business 10 years, having 
worked in Harrison before moving 
to Conway. 


NORTH LITTLE ROCK: The 
Planters Lumber Co. has opened a 
new branch on Cantrell Road. A 
modern new building was erected 
for display of merchandise. The 
Planters firm has been serving this 
area for over 40 years. 


SOUTH CAROLINA 


GREENVILLE: Fire swept through 
the McCauley Lumber Co. early in 
May, destroying two buildings, large 
stocks of lumber, finished millwork, 
and all machinery. Loss was esti- 
mated at $150,000. Vice-President 
Jack H. McCauley said the company 
had no insurance, but that “as soon 
as we can set up a table, we'll be 
back in business.” 


FLORIDA 


HIGH SPRINGS: The Phifer Lum- 
ber Co. has bought an old bowling 
alley as a site for operating its new 
concrete block machine. The space 
formerly used for the machine was 
made available for stocking more 
lumber and building materials. 


dealer NEWS | 


LOUISIANA 


SHREVEPORT: The United Build- 
ing Supply Co. has been granted a 
charter of incorporation, listing capi- 
tal stock of $150,000. 


JONESBORO: The Gilbert Lum- 
ber and Supply Co. has been granted 
a charter of incorporation to deal in 
general merchandise. 


WESTWEGO: W. A. Isaacks, presi- 
dent of the Isaacks Lumber Co. in 
New Orleans, recently purchased 
the Ybarzabal Lumber Co. here. Be- 
sides selling a complete line of 
building materials, this yard will 
manufacture and fabricate meat 
blocks. 


MISSISSIPPI 


BOONEVILLE: Clyde Carter has 
added several lines of materials so 
that he cay offer the builder com- 
plete “one-stop service.” He also has 
moved to a larger building on Church 
Street. 


INDIANOLA:  Birdell Adkins, 
Kennedy Quick, and J. P. Sartain, 
who formed the AQS Lumber Co. 
September 1, 1952, are constructing 
a modern building of buff brick on 
Highway 82. They hope to be in the 
new facilities by September’1 for a 
gala second anniversary. The sales 
area will have 2,800 square feet of 
floor space, in addition to lumber 
sheds and other outside storage. 


OKLAHOMA 


WATONGA: The Davidson and 
Case Lumber Co. has bought the lum- 
ber yard at Canton from the Big Jo 
Lumber Co. This latest addition gives 
Davidson and Case a yard in every 
major town in Blaine county. 


DENTON: The Foxworth-Gal- 
braith Lumber Co. recently moved 
to 409 N. Locust Street. The new 
building permits stocking a greater 
variety of materials. 


MARIETTA: Bob Fraley Lumber 
Co. employees and their wives met 
at the new office and salesroom re- 
cently to dedicate the new building. 
They enjoyed box lunches and a 
“Bingo” game. Winners called “lum- 
ber” instead of “Bingo” and used 
nails instead of corn to cover num- 
bers. 


SHAWNEE: The McKee Lumber 
Co. held a two-day “open house” 
on completion of its new building at 
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‘Fir Plywood 


means the difference bctween 


Profit -.410SsS" 
Ma 


T. |. “Chubby” 
Bowman Lumbé/ Co., Abilene, Tex. 





There’s a profitable clue for you in the way 
Chubby Cobb re-built sagging Sales by specializing 
in fir plywood. Here’s a capsule of the plan 
that helps sell over a carload of plywood a month— 


1. ADEQUATE INVENTORY — Carry complete line of fir plywood, 
ill grades and sizes, plus specialti@S, “You can't sell what 
you don't stock,”’ explains Mr. Cobb, 


2. STORE DISPLAY—Identify yard aS” Fir Plywood Headquarter 
Remodel showroom around plywood displayed in full sheet: 
and in handy panel racks 


3. ADVERTISING AND PROMOTION—Regullar newspaper ads plu: 
laily radio announcements feature plywood specia Offer 
plans and “how-to” material for builders, farmer 
‘‘do-it-yourself” enthusiasts 


“DENOQUEMENT: Based on Abilene Yard's succé am 
Newman, owner, Bowman Lumber @6., is emphasizing fir 
plywood in firm’s eight other yardS=to build traffic, to help 
ouIMmO) Gals) Means AlAlclALOlicicMlOmoleliien- = \\/ellUleats 










Play it safe! Your reputation is on the line with 
every pane! you sell. Stock only DFPA-grademarked 
piyScoro panels, ‘‘EXT-DFPA”’ for outdoor use, PlyPanel for 


interior finish, PlyScord for structural use 


» | JGLAS FIR PLYWOOD ASSOCIATIONS TACOMA WASHINGT 


We 
SHAKERTOWN 
SIDEWALLS — 


to complete more homes faster 
under the most severe conditions 





Double- coursed 
Shakertowns are easy 


oe Tingle to apply, provide wide 
SIDEWALLS —- distinctive 


Weather won't hold up construction—when you 
use Shakertown Sidewalls. These No. 1 cedar shingles 
are truly factory finished, require no further staining 
or painting on the job. 


Weather often means delay on project homes— 
and costs mount quickly. Shakertowns are available JOB-PROVED! ———~. 
in quantity. No skilled labor needed—a strip of ship- 


lap for nailing guide is the only ‘‘extra’’ in the way of Make full use of these 
equipment. 
Shakertown Advantages 


Weather demonstrates Shakertowns’ inherent ad- Shs shidaden nt Ridibien on tha jolt Shui 
vantages. Cedar shingle exteriors have millions of tiny towns come ready to apply. 

air cells—nature’s perfect insulation —to provide homes 
that are warmer in winter, cooler in summer. Cost less 
for maintenance and upkeep, too. 


Get the SHAKERTOWN Facts! If you have an 

important job coming up, why not find out how beeen Sang. foc and styling gives dis- 
Shakertown Sidewalls can save you time and money 

—increase your profits, too! Write, wire or phone the . . « Build with Shakertowns! 
address below—today. 


Quick, easy application at low labor cost. 


No scarce or critical materials required. 


THE PERMA PRODUCTS COMPANY 
5455 Broadway Cleveland 27, Ohio 


SOUTHERN STATES 
IRON ROOFING COMPANY 











There’s no need to gamble on a large inventory of 
materials in order to fill the demands of your 
trade. Prompt delivery from the SSirco ware- 
house nearest you eases your inventory problems 


and assures you ready availability. 


Nationally advertised products (see list at right) 
in ample supply in all of the 16 SSirco warehouses 
are your assurance of customer satisfaction . . 


and your own greater return. 


Learn to count on SSirco prompt delivery—over- 
night or drive-in, pick-up—to cut your inventory 


investment and boost your profits. 


OUR COMPLETE STOCK OF THESE 
PRODUCTS SAVES YOU 
TIME AND MONEY! 


ALUMINUM 
Reynolds LIFETIME sheet, bar, rod; ar- 
chitectural and structural shapes; roofing, 
siding, and accessories; rain carrying 
equipment 
STEEL 

Hot and cold rolled sheets, fabricated 
or flat; roofing, siding, and accessories; 
rain carrying equipment; steel drums; 
fence posts 


BUILDING MATERIALS 

Plywood, Flush Doors, board form in- 
sulation and Hardwood, Batt and blanket 
form insulation. 
Miami-Carey cabinets, Shakertown cedar 
shingles, Louvers and ventilators, Barclay 
plastic-coated panels, Alsynite translu- 
cent panels. 


SSIRCO SERVES THE SOUTH 


States Iron Roofing Ca 


ouisville Ky. 


Columbia, S. € 


Southern S 


Tampa, Fla 
Miami, Fla 


Jacksonville ate) 


Birmingham, Ala 
New Orleans, La 
Nashville, Tenn Raleig 
Memphis, Tenn. Richmond, Va 


Savannah, Ga 


Ni lolatie pam G1} 
NJ 
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123 N. Minnesota St. The new plant 
replaces the one destroyed by fire last 
September 21. 


TULSA: The Lundy Lumber Co. 
yard has been leased to the Barney 
Stewart Lumber Co. Roy J. Lundy, 
owner and former mayor of Tulsa, is 
leaving the lumber business for 
home construction. 


ENID: The “fire bug” who is pre- 
sumed to have started the fire April 
9 at the Long-Bell Lumber yard here 
has been caught. A person of his de- 
scription was seen running from the 
lumber yard. Later the same night, 
the Bank Lumber Co, was set on fire. 


OKLAHOMA CITY: The Caston 
Lumber Co. recently spent about 
$19,000 remodeling its facilities. 


MISSOURI 


KANSAS CITY: Robert V. Dun- 
can, owner of the Iowa, Missouri 
Walnut Co. at St. Joseph, has bought 
the plant, equipment, and office fa- 
cilities of the Penrod, Jurden, and 
Clark Lumber Co. The plant will 
process walnut logs. 


KNOX CITY: Earl Herzog, co- 
owner of the Herzog-Ingram Lumber 
Co., has bought the interest of his 
partner, Ted Ingram. Before buying 


a part interest in the firm three years 
ago, Herzog had managed several 
lumber firms. 


CARUTHERSVILLE: Cliff B. 
Smith has been elected a member of 
the City Council. He is president and 
co-owner of the Pemiscot Lumber 
and Supply Co., Inc. 


ODESSA: Paul Gassen has moved 
here from Higginsville to manage 
the Odessa Lumber Co. He replaced 
M. C. Ferguson who was transferred 
to Clay Center, Kan. 


SIKESTON: The Sikeston Lumber 
Co. celebrated the beginning of its 
second quarter of a century of serv- 
ice with “open house,” which also 
introduced its new quarters on Ma- 
lone Avenue at Prairie Street. The 
building has an 80-foot frontage. 
Charles Conn has managed the firm 
since 1945. The company staged a 
contest to see who could guess the 
correct number of items carried by 
the firm. 


TENNESSEE 


WINCHESTER: Jim T. Morris, a 
lumber dealer, suffered slight burns 
when he awoke at the Keener Hotel 
to find his room on fire. He dashed 
through the flames to spread the 
alarm. Other guests escaped to safety. 


VIRGINIA 


WAYNESBORO: The McCormick 
Lumber Co. invited the public to 
tour its new facilities. “We did not 
hold a grand opening,” Fred Mc- 
Cormick explained, “because we 
have never gone out of business, al- 
though we were seriously hampered 
by the fire that hit us in April of 
last year.” 


LEBANON: Cliff Horne is man- 
ager of the new Lebanon Block and 
Supply Co., located on Highway 19. 
Affiliated with the St. Paul Builders 
Supply Co., the firm makes block 
and stocks a complete ‘line of lum- 
ber, hardware, and other building 
materials. 


WARSAW: The Builders Super 
Market has opened for business on 
Route 3 here, offering a full line of 
building materials, rental tools, and 
marine supplies in a new 15,000- 
square-foot warehouse and display 
room. Drive-in service is offered 
under a seven-door-long canopy, with 
ample parking space around the 
building. The new retail building 
supply store is owned and operated 
by the Potomac Supply Corp. of Kin- 
sale. Le Merle Trader, of Coles Point, 
is manager of the new Warsaw firm. 
Robert C. Carden Jr. heads the 
parent corporation. 





SELL Trinit . i 


W hite 


the whitest white Portland cement 


Sell Trinity White Cement 
when the permanence and 
workability of a portland 
cement is needed plus the 
remarkable beauty of a 
brilliant white. So when 
you're asked for something 
that is better than the 
ordinary—you'll find that 
making it of Trinity White 
Cement is a most constructive 
suggestion. It’s a true 
portland and meets all Federal 
and ASTM specifications. 

For descriptive literature, 
write Trinity White, 

111 W. Monroe St., Chicago. 


... for the utmost beauty in architectural 
concrete units... terrazzo... stucco... 
light-reflective uses .. . and better color jobs. 


A Product of GENERAL PORTLAND CEMENT CO. « Chicago * Dallas » Chattanooga * Tampa * Los Angeles 
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F irst it was Sea Swirl, decorative Douglas 


» 
fir plywood...then Knotty Sea Swirl ...now, 
1 { a worthy companion to these popular APMI 
panels is BIRCH faced plywood. 


This new product is top quality — golden beauty 


ee outside; SOLID CORE inside. Standard 
SOLI D CORE 4’x 8’ panels are available in 4” and 4” 


thickness. Other sizes on special order. 


new Wonder Wood APMI plywood is stocked at company warehouses 


and selected independent jobbers. 
from APMI : 


Your inquiries are invited. 





Associated Plywood Mills, Inc. 


General Offices: Eugene, Oregon 
Plywood plants at Eugene and Willamina «* Lumber mill at Roseburg 
BRANCH SALES WAREHOUSES: 4268 Utoh St., St. Louis, Missouri; 4814 Bengal St., Dallas, Texas; 
4003 Coyle St., Houston, Texas; 1026 Jay St., Charlotte, North Carolina; Raleigh, North Carolina; 
Worley Road, Greenville, South Corolina; 925 Toland St., San Francisco, California; Eugene, Oregon; 
Willamina, Oregon, 
SALES OFFICES: 31 State St., Boston, Massachusetts; 595 E. Colorado St., Pasadena, California. 
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ALABAMA 


BIRMINGHAM: The former Fow- 
ler Lumber Co. site will become the 
location of a $1,000,000 shopping 
center. Work has started on the 14- 
store center, which will feature park- 
ing space for 400 automobiles. 


SHEFFIELD: The Southern Sash 
Sales and Supply Co. has purchased 
the Bevis Lumber Co. here and 
changed its name to that of the 
parent firm, the Southern Sash Sales 
and Supply Co. Jim Frye is manager. 


NORTH CAROLINA 


ROANOKE RAPIDS: Industrial 
Distributors have been granted a 
charter of incorporation to operate 
a hardware and building supply busi- 
ness. 


ASHEBORO: The Ward Lumber 
Co. has been granted a charter of 
incorporation to deal in building 
materials, with capital stock author- 
ized at $100,000. Incorporators are 
W. Leonard Ward, Coleman W. 
Ward, and James L. Ward. 


FAYETTEVILLE: William L. Mc- 
Donald, local lumberman, was ap- 
peinted as a Cumberland county 
commissioner to représent the Cedar 


Creek and Beaver Dam townships. 
He is running for a four-year term 
in the upcoming election. 


REIDSVILLE: W. T. Galliher II is 
the new president of the Wray Build- 
ing Materials Co., Inc. He succeeds 
the late R. H. Wray, with whom he 
had been a part owner since 1950. 
Robert M. Vanstory is the new vice- 
president of this firm that also man- 
ufactures lumber and_ millwork. 
Galliher was formerly connected 
with building supply firms in Ashe- 
ville, Greensboro, and Statesville. 


TEXAS 


AUSTIN: W. B. Carssow, counsel 
and third vice-president of the Lum- 
bermen’s Assn. of Texas, has been 
appointed chairman of the Board of 
Adjustment by the mayor of Austin. 
This is a zoning and building in- 
spector’s appeal board. Carssow is a 
partner in the law firm of Alvis and 
Carssow. 

DENISON: The Burton-Lingo 
Lumber Co. has enlarged its store 
and installed a plate-glass window. 
Inside walls are finished in gypsum 
board. Asbestos siding decorates the 
outside. 


SAN SABA: The Cameron Lumber 


Co. was nearly destroyed by a recent 
fire, which caused over $50,000 dam- 
age. Plans have been drawn up for 
a new yard to replace the old. 


WAXAHACHIE: Harold Mazy, 
lumber dealer, has been elected 
president of the Waxahachie Lions 
Club. 


DALLAS: Jerome K. Crossman, 
president of the Lyon-Gray Lumber 
Co. of Texas, was the speaker at 
a recent banquet of the Farmersville 
Chamber of Commerce. He also is 
president of the Dallas C of C. 


PLANO: Leslie Lusk and Robert 
Fielder have bought the Lyon-Gray 
Lumber yard in Plano. The new firm 
is known as the Fielder and Lusk 
Lumber Co., with Lusk actively man- 
aging the business. He has operated 
the Leslie Lusk Building Materials 
Co. for five years. 


PERRYTON: J. H. Stephenson Jr., 
manager of the Perryton Lumber 
Co., was named “Boss of the Month” 
for April. A certificate was awarded 
by the Jaycees. 


CUERO: H. E. Bucy, former man- 
ager of the Alamo Lumber Co. at 
Freer, now manages the Cuero yard 
of that company. Rodney Studer was 
transferred from Cuero to Freer. 


HEARNE: The Farrar Lumber 
yard has been sold to H. B. Priestly, 





Gnd ulair€, spun woot 


INSULAIRE more than meets the most rigid Federal specifications 
or any other that calls for a FIRST quality permanent mineral wool. 
Each bag or tube is FULLY guaranteed. SATISFACTION is a must 
when you handle INSULAIRE 


INDUSTRIAL PRODUCTS CO., INC. 
MT. PLEASANT, TENNESSEE 
PHONES — 3227 - 3228 





For complete information 





write or telephone today to 
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who has managed the business for 
18 years. He has changed the name 
to the Priestly Lumber Co. 


BOSWELL: After 34 years of man- 
aging lumber yards in Boswell, G. C. 
Greenwood has retired. He joined 
the Lyon-Gray Lumber Co. as man- 
ager in 1920 and remained when the 
firm was bought by the Clem Lum- 
ber Co. and later by the T. H. Rogers 
Lumber Co. Jack Gilbreath succeed- 
ed him as manager of the Rogers 
firm. 


HOUSTON: To accommodate 
home handymen and folks planning 
to build or remodel a home but can 
not call during working hours, the 
4807 Kirby Drive yard of the Temple 
Lumber Co. now is open each Thurs- 
day night until 9 o’clock. Commented 
Manager D. M. Nichols, in a Houston 
Press industrial - advertising inter- 
view: “When you add our free coun- 
seling service on Thursday nights to 
Temple’s famous one-stop building 
and remodeling service, you really 
have something!” 


MISSION: The Lynch Davidson 
Lumber Co. building, recently pur- 
chased by the Walsh Lumber Co., 
has been razed to salvage the build- 
ing materials. Lynch Davidson still 
owns the site. 


BAGWELL: V. D. Jones has retired 
from active business. He and his son, 
Ed Jones, founded the Red River 
Lumber Co. 22 years ago. Before that 
he headed the First National Bank 
of Bagwell. His son continues in 
charge of the lumber business. 


MARYLAND 


FROSTBURG: Sleeman Brothers 
have remodeled their office and 
sales room here, making it easier 
for customers to select materials 
from attractive displays. 


OBITUARIES 


JAMES OLIVER PAGE, 62, owner of 
the Page Lumber Co. in Little Rock, 
Ark., died recently. He is survived by 
his wife and four daughters. 


HARRY M. WILLHITE, 76, president 
of the Willhite Lumber Co. in St. 
Louis, Mo., died May 22. He founded 
his firm 35 years ago and had been 
active in the industry for 60 years. 
He leaves a widow and two sons. 


WILLIAM FREDERICK ECKARDT, 
51, Tampa, Fla., manager of the 
Edwards Lumber Co. millwork de- 
partment, died recently in a Clear- 
water hospital. Surviving are his 
wife, son, and daughter. 


CHARLES P. MARLOW, 57, man- 
ager of the Grand Prairie Lumber Co. 
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KNOWN AND WANTED 


RANGEBURG 


ROOT-PROOF PIPE 


Advertised to your customers .. . 
and known to them by brand 
name. Stock it — sell it — profit by 
letting people know you carry 


Orangeburg. 


A market survey of your field has 
found that your sales break down 
approximately as follows: 

25% are to home owners. They 
all know and want Orangeburg .. . 


the modern pipe. 


40% are to contractors and 
builders. They know that Orange- 


burg’s light weight, 8-foot lengths 
are a natural for sure profits. 


25% are to farmers. Orange- 
burg is duck soup for them. . . easy 


to install — saves time, trouble and 


money, too. 


Orangeburg is The Pioneer and 
Leader. It is the original high qual- 
ity bituminous pipe. It is the stand- 
ard brand that people want. Nail 
the substitute racket. 
get genuine Orangeburg. Look for 
the trade mark on the pipe. 


Be sure to 


y Easy, quick-installing 8-Foot Lengths saves money. 


> 


THE MANY USES. Orangeburg Root- 
Proof Pipe is for sewer lines from house 
to street main or septic tank; for con- 
ductor lines from down spouts; storm 
drains; all non-pressure outside uses. 


UNDERGROUND 
41 YEARS 


ORANGEBURG PERFORATED PIPE is for septic tank disposal fields; foundation 
footing drains; draining wet spots in lawns and fields—parking lots, 
drive-in theaters, athletic fields. 


Order from 
your wholesaler 
Send to 
Dept. $B74 


for more facts 


ORANGEBURG MANUFACTURING CO., INC. e 


Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations and cut costs. 





Y4 BEND WYE 








r 





Ve BEN 





West Coast Plant: Newark, Calif. 
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Orangeburg, New York 


57 








in Grand Prairie, Tex., died May 25. 
He leaves a wife and three sons. 


MURRAY B. McLEOD, 58, executive 
secretary of the Arkansas Wood 
Products Assn., died May 27 in a 
Little Rock hospital. His career in- 
cluded service with the Southern 
Lumber and Supply Co. at Warren, 
Arkansas Lumber Co. at Camden 
and Little Rock, state comptroller, 
and executive secretary to Governor 
Adkins. He had been a director of the 
Southern Wholesale Lumber Assn.; 
president of the Arkansas River 
Bank Stabilization Assn., the Ar- 
kansas Agsn. of Retail Lumber Deal- 
ers, the Camden Rotary Club, and 
the Ouachita County Wildlife Assn.; 
and commander of the Arkansas De- 
partment of the American Legion. 
His wife survives him. 


CLAUDE RUSSELL WIGINTON, 48, 
died of a heart attack recently in 
Alice, Tex. He was manager of 
Zarsky’s Lumber Co. in Agua Dulce, 
having been in the lumber business 
for 30 years. He leaves a wife and 
son, 


ROBERT C, (BOB) MALONE, Meri- 
dian, Miss., lumberman, is dead. He 
started his career working for 50 
cents a day with the M. R. Grant 
Lumber Co. He rose to manager and 
later bought the firm. His program of 
installing machinery concluded with 
the Acme Building and Supply Co., 


becoming the largest plant of its kind 
in the South. Later he won national 
fame as a cattle breeder. He is sur- 
vived by a wife, daughter, and two 
sons. 


BENJAMIN E. COBB JR., 63, lumber 
dealer in Blackstone, Va., died June 
& at his home. He was an Episcopal 
vestryman and charter member of 
the Blackstone Rotary Club. His 
wife, three brothers, and two sisters 
survive. 


Cc. DUDLEY ARMSTRONG, 65, di- 
rector and former vice-president and 
secretary of the Armstrong Cork Co., 
died on June 8 at his daughter’s 
home in Haverford, Pa., after a long 
illness. He leaves his widow, three 
sons, and two daughters. He was a 
leader in the Episcopal Church, 
Lancaster County Day School, and 
Boys Club in Lancaster, Pa. 


National Motel Show 


The operation of motels, a business 
that mushroomed after World War 
II, has grown to the point that op- 
erators are planning the first Na- 
tional Motel Show in Chicago, No- 
vember 1-3. 

Robert Sidman, former executive 
secretary of the Pennsylvania Motel 
Assn., has been named general chair- 
man. 


Top State in Wallboard 


According to the Johns-Manville 
Corp., which opened a plant at 
Natchez in 1948, Mississippi is the 
world’s largest center of wallboard 
production. 

More land is devoted to forestry in 
Mississippi than the total areas of 
New Hampshire, Vermont, and Mas- 
sachusetts. 

Because of the long growing season 
and ample moisture, it is practical to 
grow 200 board feet of timber an acre 
a year in Mississippi. Last year’s 
production reached a high of 2,771,- 
287,000 board feet. Pulpwood pro- 
duction also reached a new record of 
775,000,000 board feet. 


Improved Vermiculite 


The American Vermiculite Co., 
Inc., Roan Mountain, Tenn., has ap- 
pointed Thomas D. Woods as gen- 
eral production superintendent for 
its plants at Altapass, N. C., and 
Laurens, S. C. 

The company soon will offer to the 
trade its products made from ver- 
miculite ore that is cleaned by a new 
process. These improved products in- 
clude plaster aggregate, stabilized 
concrete aggregate, insulation fill 
and plaster finish aggregate. 





Low Cost 
for Industrial and Commercial Buildings 


ORDER FROM STOCK! 


TIMBER FITTINGS 


JOIST HANGERS — Fit closely 
on all sides! Also adapted for stair 
well, chimney, light shaft and 
similar framing. Made of best 


open hearth steel. Single or double 
styles for every size timber. 


POST BASES — Made of 
steel plates and angles, welded 
to make a tight fit on all 
standard timber sizes. Greater 
load bearing capacity than 
other types of bases. 


IDEAL STEEL POST CAPS 
made of heavy, open-hearth steel plate 
and finished complete, ready to frame 
any arrangement of timbers coming 
into a post. Accurately sized in an efh- 
cient design that forms a complete cap 
around the post. Stronger, more con- 
venient than other of post. caps. 
APPROVED BY UNDERWRITERS’ 
LABORATORIES. 


WRITE NOW for Catalog — LY 


The Ideal Hanger Co. 


1290 East 53rd St. Cleveland 14, Ohio 
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Building Institute 
Expands Research Efforts 


Establishment of an all-industry 
program of scientific and technical 
research activity by the Building 
Research Institute was announced at 
its third annual meeting recently in 
Hershey, Pa., which was attended by 
150 persons. They represented’ 109 
firms and organizations connected 
with the construction and building 
business. 

This new policy for the institute, 
which heretofore had been subsidiary 
to the Building Research Adviory 
Board of the National Academy of 
Sciences-National Research Council, 
establishes the institute as the only 
technical society of its kind to serve 
the building industry. 

Panel discussions of marketing, air 
conditioning, architecture, acoustics, 
cost and performance analyses, and 
homebuilders’ research—plus a tour 
of the nearby Armstrong Cork Co. 
and its research laboratory — high- 
lighted the three-day meeting. 


Greater Demand in ‘54 
for Cedar Closets 


Building trends for 1954 indicate 
a greater interest in cedar lining for 
closets. Its best selling point is its 
moth-repellency. The fragrant fumes 
of the cedarwood oil paralyze moth 
larvae and literally starve them to 
death before they can damage stored 
clothing and woolens. 


“Creating greater demand for aro- 
matic red-cedar closet lining is pri- 
marily a matter of focusing customer 
attention on the product and ac- 
quainting prospects with its appeal- 
ing qualities and characteristics,” a 
statement from the Aromatic Red 
Cedar Closet Lining Manufacturers 
points out. 

Another appealing advantage of 
this product is that it can easily be 
installed in existing closets by home- 
owners. 





built-to-last 


=o oS i = Be el ele) -t—) 


..- Stay straight 


DEPENDABILITY .. .a word that 
means profit to fir door dealers. Sell 
them, then forget them—secure in the 
knowledge that there'll be no replace- 
ments, no repetition of war-grade door 
complaints. Fir panel doors build and 
hold customers. Cost? With all their 
plus features, fir panel doors sell for 
less than most doors on today’s 
market—two to three dollars less! Sell 
fir panel doors for new homes, for 
remodeling, even for redecorating. 


Charlie Rogers is typical of the proud 
craftsmen that maintain the traditional 
quality in every fir panel door. Each 
door is meticulously put together 
Each is made with carefully selected 
straight grain Douglas fir. Each carries 
the FDI hallmark to assure exacting 
U.S.Commercial Standard requirements. 


More color, more texture are modern, 
lecorative themes. Restyled fir “‘picture- 
panel” doors provide both. Wider, flat 
bevel molding frames panels for 
exciting decorative treatments . . . makes 
the door a dramatic room feature. Fir 
panel doors have eye-interest, buy- 
interest, bring new life to door sales, 
Stock now, in time for the spring 
\ilding season, 


CALL YOUR REGULAR SUPPLIER OR WRITE FIR DOGR INSTITUTE, TACOMA, WASHINGTON 
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# helpfal 


SCREW CATALOG. The Southern 
Screw Co., Dept. SBS, Statesville, 
N. C., has issued a new catalog that 
shows drive screws, hanger bolts, 
knob screws, and dowel screws, in 
addition to its standard line of wood 
screws ranging in size from 3/16” No. 
0 to 6” No. 30. These wood screws 
are standard in slotted and Phillips, 
flat, round, and oval heads. 


SLIDING WINDOWS. A new con- 
sumer folder lists advantages of 
Peterson borizontal sliding alumi- 
num windows. In various sizes, they 
are pictured in a living room, bed- 
room, kitchen, and bath. Peterson 
Window Corp., Dept. SBS, 1377 East 
Eight Mile Road, Ferndale 20, Mich. 


PLYWOOD CATALOG. The 1954 
Douglas Fir Plywood Assn. catalog 
gives basic information about fir ply- 
wood for both specifiers and users. It 
covers types, grades, and physical 
properties of plywood, as well as 
FHA requirements. Single copies 
free from Douglas Fir Plywood Assn., 
Dept. SBS, Tacoma 2, Wash. 


IRON WORK. An illustrated catalog 
shows 245 photographs of cast-iron 
lacework from old New Orleans 


literature 


Vieux Carre designs, plus new de- 
signs. It covers pilasters, balustrades, 
friezes. Weights and sizes are given. 
Lorio Iron Works, Dept. SBS, 738 
South Gayoso Street, New Orleans 
19, La. 


WALL MOTIFS. A new booklet tells 
how to roll painted designs on walls 
with a paint roller. Photographs 
show step-by-step ways to obtain 
various designs, plus helpful short- 
cuts. Motifs, Inc., Dept. SBS, Box 551, 
Fond du Lac, Wis. 


HOIST CLASSIFICATIONS. The 
Hydraulic Hoist and Steel Dump 
Body Manufacturers Assn., Dept. 
SBS, 1740 K Street N. W., Washing- 
ton 6, D. C., has published a hoist 
classification chart. It standardizes 
capacity ratings and offers a method 
for comparing hoists made by various 
association members. 


ALUMINUM WINDOWS. The new 
catalog shows small sketches of Bay- 
ley aluminum projected windows, 
identified by model number and 
sizes. It suggests combinations of the 
various units for the most useful 
effects. Installation details for brick, 
tile, concrete, and steel are shown. 


The William Bayley Co., Dept. SBS, 
1200 Warder Street, Springfield 99, 
Ohio. 


HAND TOOL LINE. Stanley’s new 
medium-priced line of Handyman 
hand tools is pictured in a new cata- 
log, printed in two colors to show the 
red and gray design of the matched 
tools. A dealer display unit is shown 
on the front cover. Stanley Tools, 
Dept. SBS, New Britain, Conn. 


VERMICULITE LOOSE-FILL in- 
sulation is the subject of a new 
architects’ brochure that describes 
properties and installation methods 
of this material. It also gives poten- 
tial savings in fuel and summer air- 
conditioning costs. Write the Vermic- 
ulite Institute, Dept. SBS, 208 South 
La Salle Street, Chicago 4, Ill. 


STEEL STRAPPING. The steel strap- 
ping division of the Stanley Works, 
Dept. SBS, New Britain, Conn., has 
published its 1954 catalog, “Stanley 
Steel Strapping System.” It pictures 
uses of the two models—one designed 
for strapping bundles of lumber, car- 
tons, boxes, and similar items, and 
the other for strapping wire coils and 
strip-steel coils. 


SLIDING DOOR HARDWARE. Cata- 
log No. 17 presents the Sterling “600” 
series of sliding door hardware. It 
shows the aluminum track with 
built-in trim, adjustable hangers with 
nylon rollers, door guides, door 
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BREEZEWAY 





NOW! 


Available in 


KD Units 


- as well as assem- 
nits 




















this new Jalousie means 


MORE PROFITS 


for you and your customers! 


What's that? Profit for the customer? 


That’s a fact! Customers profit by these Ualco Jalousie features: 
Added living area! New glamour for rooms! Korosea!l weatherstripping 
for tighter-than-ever all-climate protection! Glass louvers afford un- 
obscured view; open to any position for desired ventilation! Heavy 
extruded aluminum frames last the life of the building—can’t rust, rot, 
warp—never need painting! 

AND WHAT ABOUT YOU? You profit because this Ualco Jalousie 
is a cinch to sell! Ualco’s customer-profit-features create demand and 
mean more sales and more profits for you! For ; 
home, commercial and industrial buildings — it’s 
the Ualco Jalousie, the window which means 


profits for all! 


Gentiemen: 





THE COMPLETE LINE 
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RANCH WALL 





wveairy 


SOUTHERN SASH SALES & SUPPLY CO. 

618 Twentieth Street, Sheffield, Alabama 

Dept. $85 
Please rush technical data and prices. 








SEE OUR CATALOG IN SWEET'S OR WRITE DIRECT FOR COMPLETE INFORMATION 


SOUTHERN SASH SALES & SUPPLY CO., INC. -- SHEFFIELD, ALABAMA 


ADORESS.. 
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cushions, pulls, locks, and other ac- 
cessories, Sterling Hardware Manu- 
facturing Co., Dept. SBS, 2345 West 
Nelson St., Chicago 18, Ill. 


DUCTLESS FORCED-AIR HEAT. A 
new folder explains the Royal Jet 
ductless forced-air heating system. 
Layouts for various systems are 
sketched and information is included 
on installation. Royal Jet, Inc., Dept. 
SBS, 1024 Westminister Ave., Alham- 
bra, Calif. 


PERIMETER INSULATION. Methods 
of applying fiber-glass insulations to 
perimeters for cancrete floor slabs 
and crawl spaces is the subject of 
a revised AIA file catalog, BL6.A4. 
It tells the advantages of using fiber- 
glass and recommends types for 
various applications. Owens-Corning 
Fiberglas Corp., Dept. SBS, Toledo 
1, Ohio, 


GLASS LOUVERS. A new folder and 
a catalog are offered on Clearview 
glass louver windows and doors. The 
folder lists advantages and pictures 
several installations and sketches de- 
tails. The catalog gives specifications 
of various Clearview models. It tells 
how to set up merchandising plans 
for these products with aids from 
the manufacturer. Clearview Louver 
Window Corp., Dept. SBS, 3318 S. W. 
Second Avenue, Fort Lauderdale, 
Fla. 


SAFETY TREADS. Wooster safety 
treads and thresholds are pictured 
and described in a new catalog. Full- 
size cross-sections are illustrated. The 
catalog also covers such accessories 
as plates, curb bars, window and ele- 
vator sills. Wooster Products, Inc., 
Dept. SBS, Wooster, Ohio. 


GLASS BLOCKS. A new catalog 
shows the many designs and uses of 
Pittsburgh Corning glass block in 
industrial, commercial, and public 
buildings. It serves as a reference 
manual for architects and contrac- 
tors. Pittsburgh Corning Corp., Dept. 
SBS, 1 Gateway Center, Pittsburgh 





Newspaper Advertising 


For 50 cents, dealers can obtain a 
copy of “Newspaper Advertising for 
the Small Retailer.” This 60-page 
University of Illinois bulletin is full 
of practical suggestions for making 
retail advertising in newspapers 


more effective. Written by Isabelle 
M. Zimmerly, it may be ordered from 
the University of Illinois, Bureau of 
Business Management, Urbana, III. 

The author sets forth the six firm 
footings for a successful advertising 
program: sensible advertising budg- 
et; wise choice and use of media; 
consistent advertising program; em- 
phasis on fast-moving merchandise 
and services; simplicity in copy and 
layout, and coordinated sales effort. 

Devoted to 101 questions and an- 
swers on advertising by small retail- 
ers, another section elaborates on 
these six points. Examples of good 
advertisements, suggested resources 
on advertising and selling, and a 
simple advertising testing program 
are covered. 

Regarding advertising continuity, 
the author asserts that “it is not how 
much space you fill in a day or week, 
but the fact that you keep punching 
that is important.” 

Helpful answers are given to such 
retailer questions as these: How can 
I smooth out my sales curve? How 
can I use cooperative advertising? 
What is the use of national-local 
cooperative advertising? What is 
store personality? What is advertis- 
ing personality? What do trade asso- 
ciations have to help me decide on 
my budget? How can I benefit from 
national advertising and use it in 
my advertising? 
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SWITCH-BOX HOLES 


A new tool designed to cut switch- 
box holes neatly and quickly in dry- 
wall construction is announced by 
Hartmeister, Dept. SBS, 2020 West 
Barberry Place, Denver, Colo. 

Called the Quickutter, the tool cuts 
openings in %”, 4%”, or %” drywall 
that fit single, double, or multiple 
switch boxes. It does not damage the 
paper facing on either side. 

The male cutter is snapped into 
the switch box before the sheet is 
nailed in place. Next, a hole is cut 
at the approximate center of the 
switch box. Then the male and fe- 
male cutters are locked together 
through the hole and the cutter han- 
dles are squeezed together to cut the 
hole. 

Write for P215. Use coupon below. 





SHINGLE REPELS WATER 


An asbestos siding shingle that re 
pels water and water-borne dirt is 
offered by Keasbey and Mattison Co., 
Dept. SBS, Ambler, Pa. 

The new Century Nu-Grain as 
bestos-cement shingles are treated 
with silicone, which tests have 
proved to be highly resistant to sun 
light, industrial fumes, ice and snow 
and below-freezing temperatures 
Water-borne dirt, causing streaks 
under window sills, does not readily 
gain a foothold to mar the shingles 

Write for P216. Use coupon below. 


CUSTOM-BUILT AWNINGS 


Now ready for fast shipment is the 
new Acosta line of all-aluminum, 
custom-built, pre-coated sectional 
awnings. Exclusive dealer franchises 
are available from the Acosta Awn 
ing Corp., Dept. SBS, 823 Maria 
Street, Kenner, La. 

All Acosta awning units have 
built-in air vents and come in a 
choice of 12 decorator colors. They 
feature the Acosta clip, which was 
developed by Acosta to lock the pans 
and covers securely together onto the 
framework. This allows the awnings 
to withstand vibrations from high 


winds and minimizes the use of un- 
sightly screws. 

Acosta awning units for house use 
include the standard awning, single 
window, double-pitch doorway, lean- 
to-canopy, and a large new unit 
adaptable for use as a _ carport, 
breezeway, or beach house. The 
standard awning comes in a variety 
of sizes, drops, and projections for 
easy, low-cost installation on com- 
mercial and industrial buildings. 

Acosta awning units are approved 
by FHA for new construction and 
improvement loans. 

Write for P217. Use coupon below. 


BOAT PLYWOOD 


For the first time since World War 
Il, Super-Hardbord boat-hull-grade 
fir plywood with solid inner ply con- 
struction and select panel faces is 
widely available to amateur boat 
builders. It is offered by the Harbor 
Plywood Corp., Dept. SBS, Aber- 
deen, Wash., which previously chan- 
neled its product to commercial boat 
builders. 

Super-Hardbord is made from 
prime old-growth Douglas fir heart- 
wood. The 100-per-cent phenolic resin 
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ZEGERS 


COMBINATION 
METAL WEATHERSTRIP 
SASH BALANCE 


dea Cita teal 
Si-VEL 


(PATENT APPLIED FoR) 


Here’s a new exclusive feature 
for Zegers Dura-seal 
Combination Metal Weather- 
strip & Sash Balance! 
Counterbalancing springs are 
Si-Vel processed and coa 

to eliminate all noises. 

A velvet-like finish, actually 
baked on the galvanized steel 
springs, assures absolutely 
silent opening and closing of 
wood windows. It’s the most 
important window equipment 
development since the one- 
piece jamb member .. . 
another Zegers “‘first’’! 

Get complete information on 
this remarkable innovation 
now! Builders, see your 
Lumber Dealer;—Lumber 
Dealers, see your Sash and 
Door Jobber or Millwork 
Manufacturer. 


ZEGERS INCORPORATED 
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waterproof glue used in the .panel 
is said to outlast the life of the wood. 
The panel exceeds in quality the 
specifications for the Navy’s boat- 
hull-grade rotary-cut fir plywood. 
Write for P218. Use coupon page 63. 


TORQUE-BAR WINDOW 


The Ludman Corp., Dept. SBS, North 
Miami, Fla., has introduced a new 
Auto-Lok aluminum awning window 
with torque-bar operation. 


wie 


Retaining the fundamental operat- 
ing principles of the Auto-Lok stand- 
ard window, the new model features 
a torque bar that merely brings in 
the bottom night vent without exert- 
ing pressure on hinge points of other 
vents. The torque bar is concealed 
at the sill. 

The “Power Lite” operator has 
nearly four-tooth engagement of 
strip-proof worm thread gear and 
oil-impregnated powdered metal 
gear cast into the operator arm. 

The new window is made in the 
same types and sizes as Auto-Lok 
standard windows. 

Write for P219. Use coupon page 63. 


CORRUGATED SHEET 


The Granco Steel Products Co., Dept. 
SBS, P. O. Box 221, Granite City, 
Ill., has extended distribution of 
Cofar corrugated sheet to the east 
and west coasts. 

Cofar is a corrugated sheet with 
wires welded across the corrugations. 
Designed to expedite construction 
and reduce cost of concrete floors, 
the sheet serves as both a form for 
concrete and as reinforcement. 

Write for P220. Use coupon page 63. 


AIR-CONDITIONING 


A new year-’round air-conditioning 
package, called Clima-Twins, has 
been introduced by the Peerless 
Furnace and Foundry, Inc., Dept. 
SBS, Indianapolis, Ind. 

The twin units, which can be in- 
stalled separately, are pre-wired and 
pre-assembled. Twin shutters on 
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each unit are actuated by air 
from the blowers, giving auto- 
matic change-over without addi- 
tional damper motors or controls. 

The system can be installed for oil 
and changed over to gas-fired if de- 
sired. 

Two models are available, with 
two-ton and three-ton capacity. 

Write for P221. Use coupon page 63. 


EXTRA-WIDE SCREENING 


The New York Wire Cloth Co., Dept. 
SBS, 63 Park Street, New Canaan, 
Conn., now makes its Aldura alu- 
minum screening in extra-wide 
widths, so dealers can offer con- 
sumers wider porch screens that re- 
quire no vertical or horizontal up- 
rights every three or four feet. 

Aldura is now made in widths of 
52”, 54”, 60”, and 72” and comes in 
rolls of 50 or 100 feet. The aluminum 
screening never rusts, stains, or 
needs refinishing. 

Durall tension screens also are now 
offered in extra-wide widths. 

Write for P222. Use coupon page 63. 


CLEAR WOOD-SAVER 


Coppo Clear is the name of a new 
zinc napthenate wood preservative 
made by the Coppo Co., Dept. SBS, 
P. O. Box 3565, Memphis, Tenn. It 
was formulated to protect the natural 
finishes of wood and enhance the 
decorative qualities of the wood 
grain. 

This non-toxic, water-repellent 
preservative is said to control the 
swelling, shrinking, grain-raising, 
warping, and checking of wood 
paneling, doors, and windows. It 
arrests the action of rot, mildew, and 
termites. 

Coppo Clear is available in gallon 
containers from jobbers whose names 
will be sent by the manufacturer. It 
complies with Commercial Standard 
CS165-50 and is approved by the 
federal and state governments. 

Write for P223. Use coupon page 63. 


IMPROVED HAND TRUCK 


The Nutting hand truck now features 
new improvements in the glides, pro- 
viding easier, safer, and better bal- 
anced traversal up and down curbs 
or stairs. It is made by the Nutting 
Truck and Caster Co., Dept. SBS, 
1125 West Division Street, Faribault, 
Minn. 

Rather than the intermittent rais- 
ing and lowering of the load as with 
conventional glides; these new glides 
permit a smooth slide in a position 
about parallel to the slope. The truck 
handles cases, cartons, kegs, bags, 
crates, drums, and barrels. 

Write for P224. Use coupon page 63. 
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LAWN SPRINKLER 


The Hi-Spra is a new durable plastic 
lawn sprinkler that eliminates prob 
lems of rust, corrosion, and freezing 
It is made by the Hi-Spra Sprinkle 
Corp., Dept. SBS, 1457 South Con 
cord Street, Los Angeles 23, Calif 

The plastic sprinkler features brass 
shut-off valves, plastic fittings, 
chrome-plated “pop-up” heads. It i 
easily placed underground for per 
manent sprinkling. Sprinkler heads 
are adaptable to full, half, or quarter 
circle coverage. 

Write for P225. Use coupon page 63. 


ALUMINUM AWNINGS 


Cool Ray aluminum awnings, made 
by the Cool Ray division of Rosen- 
blum Brothers Co., Dept. SBS, 226 
S. Phelps Street, Youngstown 3, 
Ohio, are packaged with instructions 
to appeal to the Do-It-Yourself mar- 
ket. A screwdriver and ruler are the 
only installation tools necessary. 
The “Kent” model is 40’ wide by 
36” deep. It offers ample protection 
from sun and heat for most windows 
and doors yet allows ventilation at 
the same time. The “Victorian” 
model features the same construction 








“ «»MARLITE PLANK is the answer to 
our problem of paneled walls.” 


Andy and Bob Anderson 
Anderson Brothers Construction Co, 
Tulsa, Oklahoma 


2 lacloees 


This beautiful Anderson home features Clubrooms paneled in Golden Mahogany Marlite Plank. 


Andy and Bob Anderson know how to build “sell” into their modern 
Tulsa, Oklahoma, homes. And they found the perfect solution to dry wall 
construction which combines beauty and durability with ease of installa- 
tion and cleaning. Bob Anderson states: 
“It is indeed a great feeling of accomplishment to be the first Builders in Tulsa to 
use Marlite Plank. Since we design ovr own homes, we recognize Marlite Plank as 
the onswer to our problem of Paneled walls." 


There’s a big market for Marlite 
Plank and Block in your 
community. For more sales, 
contact your local builders, 
contractors, and architects. 

Tell them about Marlite’s many ¢ 
customer-pleasing features! 

Marsh Wall Products, Inc., 

Dept. 797, Dover, Ohio. Sub- 
sidiary of Masonite Corporation. 


MARLITE PLANK AND 8 m PATCNT APPLE 


| Marlite is made with 
genuine Masonite ® 
Tempered Dvolux ® 


Marlite 


PANELING 
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but is designed for larger doors and 
windows. It measures 48” wide by 
43” deep. 

Units wider at the bottom than at 
the top are made for creating circu- 
Jar or fan-shaped awning effects over 
bay windows or for door canopies. 
They are offered in 12 colors and in 
black and white. 

Dealerships are open in many lo- 
calities. Promotional literature is 
available to dealers. 

Write for P226. Use coupon page 63. 


GARAGE DOOR DESIGNS 


More than 100 different steel garage 
door designs are possible with the 
Taylor Made style sets, made by 


Taylor Made Garage Doors, Dept. 
SBS, 12430 Evergreen, Detroit 28, 
Mich, 

The Taylor Made style sets consist 
of two or four galvanized steel panels 
easily attached to a Taylor Made 
door. They come in three styles — 
triangular panels, fan-shaped panels, 
or vertical panels. Garage owners 
style their own doors. 

Write for P227. Use coupon page 63. 


PORTABLE BARBECUE 


The Barbecart is a new portable 
cooker with a convenient 28” cooking 
level. Made by the Donley Brothers 
Co., Dept. SBS, 13970 Miles Avenue, 
Cleveland 5, Ohio, it is easily rolled 
about on rubber wheels. 


It has a 12”x20” fire pan in the 
form of a removable drawer for 
easier fire tending. An adjustable 
divider reduces the size of the fire as 
desired, saving fuel. Removable 
wing-shelves are provided so that 
utensils can be easily reached. 

The Barbecart can be disassembled 
for compact winter storage. 

Write for P228. Use coupon page 63. 
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KEEP BASEMENTS DRY 


Three new products have been intro- 
duced by the United States Gypsum 
Co., Dept. SBS, 300 West Adams St., 
Chicago 6, Ill, for the purpose of 
stopping dampness and moisture in 
basements. 

The products are “Dura-Stop,” a 
hydraulic compound for filling holes 
and cracks through which water is 
flowing under pressure; “Dura-Dri,” 
a heavy-bodied protective coating 
that controls water penetration; and 
“Cementico,” a decorative, water-re- 
pellent, hydraulic cement paint. 

Dura-Stop and Dura-Dri are mixed 
for use according to the manufac- 
turer’s instructions by adding clean 
water. 

Cementico paint also is mixed with 
clean water for use and can be 
brushed or sprayed on the wall. It is 
made in seven colors. 

Write for P229. Use coupon page 63. 


WOODWORKING SHOP SET 


Albertson and Co., Dept. SBS, Sioux 
City, lowa, offer a complete package 
of portable electric tools and sta- 
tionary power for the home work- 
shop owner. This complete shop re- 
tails for about $193.20. 

The set includes a Sioux 64” port- 
able electric hand saw, which be- 
comes a tilting arbor bench saw with 
mitre gauge, rip guide, and slitter 
when set in its table. 

The %” electric drill can be com- 
bined with the steel table and drum 
sander kit to become a drum sander. 
The orbital action flat sander com- 
pletes the set. 

Write for P230. Use coupon page 63. 


FLEXIBLE WALL BASE 


Kencove flexible wall base, made by 
Kentile, Inc., Dept. SBS, 58 Second 
Ave., Brooklyn, N. Y., is designed for 
use with all types of floors. 

This new wall base is the set-on 
type. Made in 48” lengths, it is 4” 
high, with a toe width of %”. The top 
is molded towards the wall in such 
a way that it produces a perfect 
seal. The back is corrugated to insure 
an easy and permanent bond. 

Kencove is resistant to soiling. It 
is break-proof and can be kicked 
or banged without bad effects. 

Write for P231. Use coupon page 63. 


QUALITY LOCKSETS 


The new Quikset “600” series of 
quality locksets is a cylindrical lock 
stamped from heavy-gauge steel and 
brass. It is offered in satin and pol- 
ished brass, chrome, and bronze by 
Kwikset Locks, Inc., Dept. SBS, 
Anaheim, Calif. 

The five precision-matched com- 


ponents in each lock shorten in- 
stallation time. “Push button” and 
“turn button” features have been 
combined in one lock to provide auto- 
matic, two-way locking. 

Other features are simplified cylin- 
der reversing for left- or right-hand 
doors, adjustable strike plate, self- 
adjusting knobs, feather touch knob 
action. 

Write for P232. Use coupon page 63. 


JIG AND BORING TOOL 


A new Speedril combination jig and 
boring tool is offered by the Lock- 
wood Hardware Manufacturing Co., 
Dept. SBS, Fitchburg, Mass. It is 
said to enable even inexperienced 
workmen to make clean-cut holes 
for lockset installations in perfect 
alignment every time. 

The Speedril is clamped to the 
door so that the flanges of the edge- 
hole jig rest flat against the edge of 
the door. This automatically estab- 
lishes the correct center for the stile 
hole. The bit is held firmly and 
guided by the feeder bushing. 

Write for P233. Use coupon page 63. 


ALUMINUM SCREEN HOUSE 


A 60-square-foot “house” of alumi- 
num screen with canvas roof, called 
“Summerhouse,” provides mosquito- 
free enjoyment of yards in summer. 
Easily assembled or collapsed, it can 
be used for outdoor eating, child’s 
playhouse, or similar activity. It is 
made by Aluminum Enterprises, Inc., 
Dept. SBS, P. O. Box 5004, Detroit 
36, Mich. 

The entire Summerhouse unit 
weighs only 120 pounds. With room 
for two sleeping cots, it is popular 
with sportsmen for use on camping 
trips. 

Write for P234. Use coupon page 63. 
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Formica Reorganizes 
Sales Set-Up in South 


The Formica Co., makers of lam- 
inated plastics, recently expanded 
and reorganized sales and service 
offices throughout the South. 

Now serving 18 distributors in the 
South, who serve more than 175 
retail dealers, are the offices:in Char- 
lotte, serving the Carolinas, with J. H. 
White as manager; Nashville, serving 
Tennessee, Arkansas, and upper 
Mississippi, headed by James Curran; 
Atlanta, serving Alabama and Geor- 
gia, J. A. Vaughn; New Orleans, 
serving Louisiana and lower Mis- 
sissippi, A. R. Hill; Jacksonville, 
north Florida and small part of south 
Georgia, Bob Cottle; St. Petersburg, 
central Florida, Jack Goddard; and 
Miami, south Florida, George K. 
Haas. 

A primary purpose of each local 
office is to work with dealers in the 
territory to educate the public 
in application of Formica panels 
through Do-It-Yourself demonstra- 
tions, explained Stanley P. Cartier. 
He is manager of the nine-state 
Southern division from Charlotte 
headquarters. 


New U.S. Gypsum V-P’s 


The United States Gypsum Co. re- 
cently created three new vice-presi- 
dencies. 

H. N. Huntzicker has been made 
vice-president in charge of research. 
Joining USG in 1935, he rose to di- 
rector of research in 1947. He is a 
graduate of the University of Wis- 
consin and holds a Ph.D. degree. 

C. W. Desgrey, former general 
manager of operations, was pro- 
moted to vice-president in charge of 
manufacturing. He has been with 
USG since his graduation from Colo- 
rado School of Mines in 1926. 

R. C. Berrey, former general traffic 
manager, was elevated to vice-presi- 
dent in charge of traffic. He joined 
USG’s traffic department in 1937. 


To Represent McKinney 


Edward G. Kornegay has been 
made sales representative in the 
Carolinas, eastern Tennessee, and all 
of Georgia except metropolitan At- 
lanta, for the McKinney Manufactur- 
ing Co. line of builders hardware. 

His headquarters will be at 2814 
Virginia Avenue, Charlotte, N. C. He 
has been in the hardware business in 
the Memphis, Tenn., area for 15 years, 
most of the time with the Best Hard- 
ware Co. He is a member of the 
American Society of Architectural 
Hardware Consultants. 

The McKinney firm has changed 
the sales territory of Harold Toop, 
who has represented the company in 
the Southeastern states for the last 


two years. He moved from York, 
S. C., to a more central location for 
his Alabama, Mississippi, and west 
Tennessee territory. 


Distribute Fiberglas 


To make Fiberglas roof insulation 
more accessible to architects, build 
ers, and roofing contractors, two large 
building materials firms have started 
distributing the product in 37 states 
east of the Rocky Mountains. 


The two new distributors are the 


Certain-teed Products Corp., and the 
Flintkote Co. 


Rents Fork-Lift Trucks 


The Clark Equipment Co., manu- 
facturer of materials-handling equip- 
ment, has formed a new subsidiary, 
the Clark Leasing Corp. 

The move followed a six-month 
test program, during which Clark 
offered a low-cost equipment leasing 
plan to businesses under a_ bank- 
financed agreement. More than $2,- 
000,000 worth of trucks were leased. 

Under the plan, customers pay 
monthly rent and are responsible for 
maintenance, insurance, and any 
other operating costs. The lessee may 
buy the equipment after rental. 








Another good reason why it pays to be a Dealer 


YOU GIVE YOUR CUSTOMERS 


MORE FOR THEIR MONEY 


When you sell the complete line of Dickey Products... 
sewer pipe, flue lining, wall coping, drain tile, meter boxes, 


flashing blocks and septic tanks . 


. . you can supply the 


needs of all customers. This means greater customer satis- 
faction and increased profits for you. Just another reason 
why it pays to be a Dickey Dealer. 


If it's made of clay, it’s good. . . 


W. S. DICKEY 


CLAY MFG. CO. 


if it’s made by Dickey it’s better 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 
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HAPPY OVER BIRD’S CHARLESTON PLANT 


The four happiest men at the annual meeting of the Charleston Development 
Board in that South Carolina port city on May 19 were the quartet shown 
above. The meeting, reception, and barbecue supper were held at the Stark 
Industrial Area plant of Bird and Son, Inc., which was going up fast to turn 
out Bird asphalt roofing and other building materials. Left to right, the 
men are A. H. Anderson, Bird president from East Walpole, Mass.; J. H. Van 
Hoy, Bird’s Southern division official who will be general manager of the 


$2,250,000 roofing plant: Arthur M. Field, engineer of the Charleston Board, 
and David Fleming, chief engineer for Bird and Son. The main building of 
the new plant contains 113,000 square feet, and is 989 feet long. 


2@~manufacturers NEWS 


MILWAUKEE, WIS.: Because of a 
gradual change in its products and 
business, the 43-year-old Milwaukee 
Flush Valve Co. has changed its 
name to Milwaukee Faucets, Inc. It 
continues to make the Adjusto 
shower and tub units. 


DALLAS, TEX.: Ralph L. Leadbet 
ter has been elected president of the 
Burgess-Manning Co., pioneer manu- 
facturers of industrial noise-abating 
equipment. He succeeded Willis L 
Manning, who headed the firm from 
its beginning in 1944, and who con- 
tinues as treasurer and director. 


MILWAUKEE, WIS.: Arnold W. 
Brumm has been named general 
manager of the new Dezyn roller 
division of the E Z Paintr Corp. He 
was promoted from _ purchasing 
agent. 


AKRON, OHIO: The Lustro Plastic 
Products Co. has moved to larger 
quarters to accommodate greater 
sales and production of its plastic 
tile line. The building also has space 


68 


for research facilities and develop- 
ment of new plastic products. 


MANSFIELD, OHIO: Verle C. Moe 
has been made national sales repre- 
sentative for Westinghouse plumbing 
distribution products. He will co- 
ordinate factory programs on water 
heaters, dishwashers, food waste 
disposers, and water coolers with 
regional and district offices. 


WARREN, OHIO: The American 
Welding and Manufacturing Co. re- 
cently celebrated completion of a 
whole year without a lost-time acci- 
dent in an impressive ceremony be- 
fore its 800 employees. The National 
Safety Council verified its record of 
over 1,600,000 man-hours. 


RICHMOND, VA.: C. Wilbur Mar- 
shall has been named vice-president 
and manager of the Virginia division 
of the Lone Star Cement Corp. He 
succeeded Dwight Morgan, who re- 
tired in May. 


ATLANTA, GA.: The Magic Door 
division of the Stanley Works, New 


Britain, Conn., has appointed the 
Hatcher Sales Co., Inc., as sales 
agent for Georgia and the Carolinas. 
Frank M. Hatcher and J. T. Cobb 
are partners in the firm. 


YANCEYVILLE, N. C.: The T. E. 
Steed Lumber Co. has been granted 
a charter of incorporation to deal 
in timber, mineral, lands, and prod- 
ucts thereof. 


EAST WALPOLE, MASS.: New 
director of personnel for Bird and 
Son’s 3,000 employees is John J. 
Murphy. He was promoted from as- 
sistant after the retirement of Ralph 
M. Wight. 


HAMPTON, S. C.: Edward H. 
Seim, plant manager of the Ply- 
woods-Plastics Corp., Westinghouse 
Electric subsidiary, was awarded the 
Sloan Fellowship in the executive 
development program of Massachu- 
setts Institute of Technology. He was 
one of 30 chosen in the nation. 


BUENA VISTA, VA.: The Fitz- 
gerald Lumber Co., founded by J. T. 
Fitzgerald with a main office at Fair- 
field, has announced plans for a 
branch in Buena Vista. Last year the 
company bought nearly 11,000 acres 
of timberland, one of the largest 
single holdings in this section. 


MADISONVILLE, KY.: The Vestal 
Lumber and Manufacturing Co., 
Knoxville, Tenn., bought the Briney 
Lumber Co. in Madisonville recently. 
The mill has a capacity of 4,000,000 
feet of hardwood lumber annually. 


UKIAH, CALIF.: The Masonite 
Corp. of Ukiah became the largest 
tree-farm owner in the redwood 
region at recent ceremonies. The 
farm contains 68,274 acres of timber- 
producing lands. E. T. F. Wohlen- 
berg, Masonite vice-president, re- 
ceived the certificate. 


PORTLAND, ORE.: Paul Karstedt, 
controller of the M and M Wood 
Working Co., has been elected treas- 
urer of the plywood, door, and lum- 
ber concern. F. C. Rockefeller suc- 
ceeded him as controller. 


ORLANDO, FLA.: Herbert Barto 
has joined the Globe Bolt and Screw 
Co. as sales representative for the 
Florida territory. Formerly he was 
with a Pennsylvania electrical wir- 
ing device manufacturer. 


JACKSONVILLE, FLA.: Harry J 
Stellmann has been named general 
manager of the Florida division of 
the Daniel Construction Co., Inc., 
general contractors with headquar- 
ters in Greenville, S. C. Stellmann 
is a former vice-president of the 
Building Trades Employers Assn. of 
New York City. 


DALLAS, TEX.: The Dallas di- 
vision of the Houston Aluminum 
Products Co. has moved to a new 
building in the Trinity industrial 
district, Manager Ralph Taylor re- 
ports. 


EL PASO, TEX.: The Tempron 
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Corp. of Delaware has announced 
plans to erect a $5,000,000 plant here 
to manufacture a hardboard. 


MENA, ARK.: Dale Ward has been 
installed as exalted ruler of the Mena 
Elks Lodge. He manages the White 
River Lumber Co. in Cove. 


STANHOPE, N. J.: The United 
States Mineral Wool Co., said to be 
the world’s oldest maker of mineral 
wool products, has formed a new 
company to market its gun-sprayed 
fiber insulation. This Columbia 
Acoustics and Fireproofing Co. will 
make a special blend of mineral wool 
fibers that is easily applied to ceilings 
and walls. 


CINCINNATI, OHIO: Perma- 
Wood, Inc., has installed a plant 
here to treat lumber, structural tim- 
bers, and posts against decay and 
termites. The plant will use penta- 
chlorophenol. 


YORK, PA.: The opening of manu- 
facturing facilities at York by the 
Caterpillar Tractor Co. will greatly 
improve parts service to eastern and 
export customers. The local branch 
also serves as a storage center. 


ABILENE, TEX.: Joseph Court- 
manche has moved here from Dallas 
to serve as representative of the 
Johns-Manville Sales Corp. for 23 
west Texas counties. 


GREENSBURG, PA.: George S 
Chappars fills the newly-created post 
of director of advertising and publi 
relations for the Robertshaw-Fulton 
Controls Co. Previously he was an 
account executive with an advertis 
ing agency. 


LUBBOCK, TEX.: The Ludman 
Corp., manufacturer of Auto-Lok alu 
minum windows in North Miami 
Fla., has secured the contract to sup 
ply windows for a multi-million 
dollar Lubbock High School. 


SALEM, VA.: The Koppers Co.. 
Inc., has announced that it will build 
and operate a wood-preserving plant 
two miles west of Salem. It has pur 
chased a 93-acre site between th« 
main lines of two railroads. 


BIRMINGHAM, ALA.: Richard H 
Sawyer has resigned his position 
with Hays Supply Co., Memphis 
Tenn., distributor for KSM Products, 
Inc. He joined the KSM organization 
to open a Birmingham sales engi 
neering district for its line of welding 
studs, pins, and similar equipment 


ATLANTA, GA.: The Synkoloid 
Co., water paint manufacturers, have 
opened a new warehouse in Atlanta 
and one in Fort Wayne, Ind. Wyly 
Doty, who has sold building mate 
riais in the Southeast for 20 years 
joined the firm last December and 
heads the Atlanta office. 


LOUISVILLE, KY.: Valley Ply- 
woods, Inc., has bought a site here 
for a plywood manufacturing plant. 
It is building a 10,000-square-foot 
building. 


GOLDSBORO, N. C.: The Ruberoid 
Co. has appointed Macon W. Michaux 
1s sales representative in North Caro- 
lina. He has just returned from 
service with the U. S. Marine Corps. 


CAPE GIRARDEAU, MO.: Dean 
W. Butler has been named sales 
representative for Insulite building 
products in southeastern Missouri, 
southern Illinois, and western Ken- 
tucky. 


COLUMBUS, OHIO: The Westing- 
house Electric Corp. has completed 
a new 45-million-dollar appliance 
plant here. This becomes the S5lst 
completed Westinghouse manufac- 
uring plant, in addition to 40 parts 
plants. Its production capacity is 
4,000 major appliances a day. 


SUFFOLK, VA.: E. T. Buchanan 
has been appointed sales manager 
of the Suffolk Lumber Co. by Mrs. 
E. C. Wallace, general manager. He 
formerly was general superintendent 
of the Leslie Construction Co. in 
Norfolk. The lumber firm manu- 
factures framing, flooring, ceiling, 
newels, balusters, stair rails, kitchen 
cabinets, and door and window 
frames, 
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HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 
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ANCO Bag Trucks 
Pay For Themselves 


EXCLUSIVE... 


Only in an ANCO bag 

_ truck can you get the 
exclusive NOSE-PLATE 
wheels. Rolls under 

~ with ease ond 
‘tuts handling costs as 

th as one-half, and 


FREE 
(and easy) 
plan for 
pallets 
furnished 


For Bagged Goods, 
Shingles, Lath, 
Case Goods 


Mail coupon for details of 
FREE TRIAL OFFER. It’s oa 
money-maker and a back-saver,. 





? ANTHONY TRUCK CO. 
? Paducah, Ky 
end price and literature that shows 
? how we can ufhload and load out cars 
nd trucks in half the time with half 
: the effort 


Name 


? Address 
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Roofing Sales 


(Continued from page 24) 


you can spot a prospective job from 
the street as you ride along. Thus 
you don’t knock on a lot of doors 
to learn whether or not the owners 
would be in the market. 

“The plan enables me to make 
money,” Beasley pointed out. “And 
at the same time, it gives the Jet 
lumber company a steady outlet 
for roofing without the burden of 
selling and applying it.” 

The McNair Lumber and Sup- 
ply Company in Macon, Georgia, 
normally sells about 50 carloads 
of roofing annually. In 1953, a near- 
by tornado, followed a few days 
later by a severe hailstorm, created 
an abnormal demand for roofing, 
bringing the number of carloads of 
roofing for that year to 100. 

But the fact that this building 
material firm was able to meet this 
demand also reveals a reason for 
keeping roofing sales high — the 
management makes sure that ade- 
quate stocks are on hand at all 
times. 


“Roofing has been a profitable 
line with us for many years,” W. O. 
MeNair explains, “and from the be- 
ginning, we built the business 
basically on carrying a: large stock 
of roofing. We find that when a 
customer wants roofing, he wants 
it now. He’s in no mood for us to 
order it for him.” 

The McNair roofing stock is 
based on a constant study of roofing 
needs in the trade area, not only 
through contacts with individual 
home-owners and _ roofers. but 
through contacts by outside sales- 
men in nearby communities. 

“If there’s any doubt about a 
certain type of roofing going to be 
in demand, we stock it and have 
it ready for the demand when it 
comes,” McNair asserts. “If we 
guess wrong, then we still can work 
off the stock by watching for op- 
portunities to place the specific 
merchandise.” 

MeNair’s roofing business comes 
from three principal sources. First, 
the individual home-owner and the 
man who is building his own home 
are good customers. The company 
gets this business mainly through 
advertising and personal contact. 

A second source is represented 


by roofing applicators, both in 
Macon and nearby communities. 
McNair or an outside salesman 
keeps in frequent contact with 
these applicators, particularly the 
smaller ones who can not buy di- 
rectly from the manufacturer. The 
lumber firm frequently helps figure 
the cost of jobs and helps roofers 
arrange credit. The firm assures 
the roofers of fast delivery, too. 

The third source of roofing busi- 
ness is the small retailer of build- 
ing materials who can not afford 
to carry a large stock of anything, 
particularly roofing, but wants to 
be able to offer it to customers. Mc- 
Nair salesmen call on this type of 
prospect and assure cooperation. 

When a customer asks the name 
of a reliable applicator, McNair 
gives him at least three names, 
with telephone numbers. This not 
only gives the customer a choice 
and wider range in case the first 
man called can’t handle the job 
right away, but it gives a chance at 
jobs to more roofers who cooperate 
with the company. Roofers like it 
and so do the home-owners. 

The MeNair firm stocks heavily 
all materials needed for construct- 
ing built-up roofs. 





Biggest Response Weve Ever Had! 


Who but How-ell-dor can 
offer you a value like the 
new patented ‘MonoDor’? 


COMPARE THESE FEATURES 


Hardware—Ali Mono-matic heavy duty hardware, rust-prohibitive 5° 
finished, plus automatic chrome cylinder lock handle. mt 


Operation—All side sway eliminated by new patented crank shaft 
arm, assuring perfect balance and weather tightness. 


Installation—Only 142” headroom required—prefitted at factory (e 


for fast and economical installation. 
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FREE Catalogs 





THE HOWELL MANUFACTURING CO. 7206 Hasbrook Ave., Philadelphia 11, Penna. 
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New officers of the Southern 
Sash and Door Jobbers Assn. 
are shown at right following 
their election in Memphis last 
month. From left, they are 
Vice-President David P. Steves, 
President James M. Green, and 
Secretary - Treasurer Thomas 
Birchfield. Steves is with the 
Steves Sash and Door Co., San 
Antonio. Green heads the Pal- 
metto Sash and Door Co. in 
Orangeburg, S. C. Birchfield is 
a Memphis salesman. 


Retailer Spotlighted 
at Dixie Jobber Meet 


Ways wholesalers can help retail 
lumber dealers to get a larger portion 
of the consumer dollar for building 
materials were aired at the 19th an- 
nual meeting of the Southern Sash 
and Door Jobbers Assn. A total 
of 265 jobbers, wives, and guests 
attended the business and social ses- 
sions at the Peabody Hotel in Mem- 
phis, Tenn., June 7-8. 

Moderators of a panel discussion 
on better dealer merchandising and 
assistance by jobbers were H. R. 
Northup, executive vice-president of 
the National Retail Lumber Dealers 
Assn., Washington, D. C., and Barney 
Gallagher, retiring secretary-treasur- 
er of the jobber group. Participating 
in the panel were Robert A. Jones, 
executive vice-president of the Mid- 
dle Atlantic Lumbermen’s Assn., 
Philadelphia; E. B. Wilson, public 
relations director of NRLDA, and 
Phil Creden, public relations director 
for the Edward Hines Lumber Co., 
Chicago. 

Jones stressed the need for whole- 
sale warehouse distribution of build- 
ing materials and said the jobber 
forms the best liaison between pro- 
ducer and retailer. He said that it is 
greatly the jobbers’ responsibility to 
help dealers to do a better job of 
advertising and selling at the con- 
sumer level. 

Wilson declared that “for the first 
time in the history of the National 
Retail Lumber Dealers Assn., officials 
feel that we have a well-rounded 
merchandising program for the retail 
lumber dealer.” He explained the 
merchandising, advertising, and 
training tools of the organization. 

Creden added to this report on 
NRLDA activities a preview of the 
NRLDA convention and exposition 
to be held in New York City in Octo- 
ber, and an explanation of the func- 
tion of the Lu-Re-Co wall panel 
system. 

Retiring as president after two 
years of service, W. Horace Woods, 
of Houston, and his wife were pre- 
sented an engraved double silver 
chafing dish and also a cake in honor 





SOUTH ) WEATHERSTRIP FOR MILL 
fR INSTALLATIONS 
NO. 400 FLEXIBLE RUNWAY WEATHERSTRIP 


IMPORTANT 
FLANGE FEATURES 


4) Quietly Prevent Sash from Binding 
Guard Sash From Becoming Paint 
Sealed 

Insure Easy Locking of Sash 

Fit Sash Snugly Against Built-in 
Parting Bead in the best Traditional 
Method of Weatherstripping Double- 
Hung Sash 


No. 400 gives full jamb coverage and is 
beveled at the bottom to conform with 
slope of sill. The flexible base provides oa 
continuous air-seal that adjusts itself to 
conform to sash contraction and expansion. 
An easy to install, at the mill, weather- 
strip. This weatherstrip is net a balance, 
but may be used with gil types of balances, 
either overhead, spiral type, or silent coil 
springs. When equipped with springs and 
covers it would appear as the right half of 
the above cross section. 























srs nly ere eee 
DISTINGUISHED PAIR located to serve the Southern build- 


ing needs: 


Flexible Runway W/S 
Balancing Sash with W/S 
Aluminum & Brass Thresholds 
Spring Bronze & Aluminum 
Zinc Rib Weatherstrip 
Asbestos Siding Trim 
Screen Frame & Parts 
Brass & Fejt Bottoms 

HIGH THRESHOLD Automatic Door Bottoms 


ALLOWS DOOR TO Fran sage 


SINGLE DOOR COIL CLEAR RUG & PAD por gee Sey eee er 
PACKED IN A136 Aluminum 4”x1-1/4”" Shapes 
PLASTIC CARTONS 8136 Brass 4’"x1-5/16" 


SOUTHERN METAL PRODUCTS CORPORATION 


727 QAYS ES . i E 
Phones 27-9147 and 498 
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-_ CARTON 


A ERECS 


KECY: 


“Do It Yourself” 
TTIW uae 


Silent-salesman display carton holds twelve 17-feet coils (1%-in. wide) 
Guardsman Rust-Proof Bronze Weatherstripping; corrugated, punched 
and complete with coppered nails. Instructions for installing with each 
coil. 

NATIONAL GUARD PRODUCTS, INC. — 

HEADQUARTERS FOR A COMPLETE LINE OF METAL WEATHERSTRIPPING 


JACK FROST WEATHER STRIP GUARDSMAN 
FOR WINDOWS AND DOORS! PACKAGED UNITS 


Low-cost, efficient! 
Rust-proof white 
metal fastened to 
moth-proof black 
felt. Pre-punched 
complete with nails. 
18-ft. coils. 


No. 336 

Door Set. 

(for 3’x7’ door) Consists of all 
necessary component parts in 
one package, ready for easy 
installation, with complete 
instructions. 


Ne. 435, Interlocking. 
3%” wide x 9/16” high. 
Concealed hook included. 


No. 424, Saddle Type. 
4” wide x Y2” high. 





All National Guard thresholds are highly polished, drilied and countersunk. 
individually wrapped with necessary screws in neat tint A 


AR MAN ATHERSTRIPPING FROM Y ER AV RITE 


” NATIONAL GUARD PRODUCTS, INC., Sianghis, Tenn. 
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of their 25th wedding anniversary. 
He reported that the association’s 
154 members in 20 states had been 
in business- an average of 31 years. 
Their total monthly inventories are 
in excess of $41,000,000—and their 
accounts-receivable average $27,000,- 
000. 

Secretary-Treasurer Gallagher an- 
nounced the admittance of Pittman 
Brothers, Inc., of Montgomery, Ala., 
as a new SSDJA member. He report- 
ed that the organization’s group life 
insurance plan now includes 33 
members, with 1,503 employees cov- 
ered by some $160,000 in annual 
premiums. 

Reports on the promotion programs 
of related industry trade associations 
featured the first day’s program. 
Robert H. Morris, general manager 
of Ponderosa Pine Woodwork, pre- 
viewed the extensive 1954 advertis- 
ing program in the Saturday Even- 
ing Post and other media. James F 
Fowler, R. D. Behm, and Ormie C. 
Lance described the promotional 
activities of the Fir Door Institute, 
Hardwood Plywood Institute, and the 
National Woodwork Manufacturers 
Assn., respectively. 

The services of field representa- 
tives of the Douglas Fir Plywood 
Assn. were explained and demon- 


REPRESENTS M & M 


C. Barney Gallagher Jr., of Memphis, 
Tenn., this month became sales rep- 
resentative for the M & M Wood- 
working Co. in the 13 Southern and 
Southwestern states. Since August 
‘51 Gallagher had served as secre- 
tary-treasurer of the Southern Sash 
and Door Jobbers Assn. Before that 
he had served as sales promotion 
manager for a large Memphis appli- 
ance distributor. He is a graduate of 
Southwestern College and a World 
War II Air Corps veteran. 
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/ MADE FROM HOT GALVANIZED STEEL / 
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A NO. 220 

CORNER GUARD for external 
wallboard corners. Nails 
securely through board to 
stud. Knurled for good 
spackle adhesion. 


NO. 101 > 
Round EDGE GUARD. Door 
and window casing. Grips 
board with spring-tight ac- 
tion. No spackle required 
around this trim. For %”, 
2” and %e” board in fac- 
tory-mitred stock lengths. 


U.S. PAT. NO. 2,663,390 
(Canada Pat. Pend.) 











A NO. 108 

Square EDGE GUARD. Easily 
installed at door jamb or 
window by nailing through 
board to stud. Knurled for 
good spackle adhesion. For 
¥%”, Yo” and Ye” board. 


€ NO. 106 
EDGE GUARD. Same as No. 
108 above except for hem- 
med edge. 


AS 


Lk 


At Building Material Dealers or Write Dept. SBS 


DRYWALL TRIM, INC, 


2408 N. FARWELL AVE., MILWAUKEE 11, WIS. 
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‘We selected A& F 
Tileboard because 
it offered a lasting 
durable Finish’ 


The beautiful Carnival Food Center, 
Tampa, Florida. Mr. R. A. Ferlita, con- 
tractor, chose AFCO for use in this mod- 
ern store. AFCO is installed over the 
meat counter, which is 75 feet in depth. 
Mr. Ferlita says, “AFCO was installed in 
this particular location where the sur- 
roundings must be particularly neat and 
clean. Also the wall covering had to be 
something that was easy to clean.” 
“The store owner wanted something that 
would be attractive, and a surface where 
posters could be put up and removed 
easily.” 

“| have found AFCO easy to install, and 
it offers a really economical job to my 
customers. | am happy to recommend 
AFCO to anyone.” 


Attractive, easy to install, long-lasting, eco- 
nomical — AFCO offers many advantages to 
you and your customers, 


3 SMART PATTERNS 


Colorful tile effect, especially desirable in 
kitchen and bathroom. Score lines 4 inches 
he. <A apart, forming colorful contrasts. 


Modern, rhythmic pattern; very effective for 
store or home use. May be used vertically 
or horizontally to obtain interesting decor. 


GLO-LINE 
pA Lustrous, mirrored surface. Offers perfect 
setting for modern or traditional interiors. 


cate t Jobbers and Dealers: Write for catalogue. 
HI-LITE Jobber franchises available, write for details. 


AGF TILEBOARD CO., INC. 
ALEXANDRIA, LA. 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





strated by Paul Kay, Southern DFPA 
rep. 

Secretary-Manager Erle Racey an- 
nounced that the American Wood 
Windew Institute seal of approval 
is now in use by 210 fabricating job- 
bers in 27 states. He said that AWWI 
membership was being expanded to 
include as associate members qualifi- 
ed producers who provide component 
parts for window units but do not 
put them together. 

James M. Green, who advanced 
into the presidency from vice-presi- 
dent, announced that the 15th annual 
winter meeting of the Southern Sash 
and Door Jobbers Assn. would be 


held at the Roosevelt Hotel in New 
Orleans, November 30-December 3. 
Reservations must be made through 
the association office at 920 Sterick 
Building, where Tom Birchfield is 
now secretary-treasurer. The new 
board of directors includes: K. T. 
Casey, Jackson Sash and Door Co., 
Inc., Mississippi; D. K. Covington, Jr., 
Harbor Sales Co., Inc., Baltimore; 
M. C. Davidson, Houston Sash and 
Door Co., Texas; Dan E. Hardy, 
Hardy Plywood and Door, Inc., Okla- 
homa City; Kenneth C. Johnson, 
Dyke Brothers, Little Rock; W. S. 
Miller Sr., Addington-Beaman Lum- 


ber Co., Norfolk; John W. Rourk, 
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Noah missed the boat! 


If Noah had used COPPO, the ARK would probably be in the 


Smithsonian Institute today .. . 


and in pretty good shape, too. 


Just ask some of the commercial fishermen and fishing camp op- 
erators how COPPO makes wood and all fibrous materials last and 
last. They use COPPO on their boats, nets, docks and canvas 


*cause it won’t wash out! 


Noah really missed the boat because he didn’t have the “perfect 
pair” aboard . .. COPPO and new COPPO CLEAR. There are 
some dealers, today, who are missing the boat on preservative sales 
because they don’t handle COPPO and COPPO CLEAR. Both 
are strong on merchandising—safe to recommend to your trade. 

Your jobber has these profit-packed preservatives, so don’t 
YOU miss the boat! Order COPPO today! 


3 yn MILDEW! TERMITES 


Rit! a 


in the attractive 
Up-Front Salesmaker 


Display. 





Also available 
in Coppo Clear. 


Write us for additional information and nearest jobber now! 


The Coppo Company, inc. 


2342 South Lauderdale 


® Memphis, Tenn. 





Timber Products Co., Orlando, Fla.; 
Merritt Sutherland, Bass and Co., 
Inc., Hopkinsville, Kentucky; Ellis 
M. Wilson Jr., Wilson Lumber Co., 
San Antonio, and John W. Zuber, 
Zuber Lumber Company, Atlanta. 


-hoo 


LOG 


GURDON, ARK.., Cats held their final 
meeting for the season in May. Club 
officers are George Torgerson, presi- 
dent; Earl Frizzell, vice-president; 
J. I. Ingraham, secretary, and Barney 
Overton, treasurer. .. . Members of 
the SOUTH PLAINS and PAN- 
HANDLE PLAINS clubs in Texas 
carted their families to the Plainview 
Country Club on June 12 for a de- 
lightful day of recreation and a 
smorgasbord supper. Golf, swim- 
ming, horseshoe pitching were among 
the activities pursued... . TAMPA 
Cats, their wives, and guests enjoyed 
an afternoon and evening of fun on 
June 5 at Villa Euse. The gang en- 
gaged in swimming and boating until 
5 p.m., cocktail dancing to live music 
until 8 o’clock, and then a roast beef 
dinner. Visitors among the 110 pres- 
ent were Mr. and Mrs. Ray Tylander, 
of Fort Pierce, and Mrs. Marie Ben- 
nett, of Orlando. ... The GREATER 
MIAMI Club held a business meet- 
ing June 8 at the Miami Shores 
Country Club. A Membership Com- 
mittee was appointed and plans 
made for a September concat. Four 
Kittens were introduced. 


h 


Leroy Still Heads Georgia 
Roofing Contractors 


Leroy Still, of Atlanta, was elect- 
ed president of the Roofing and Sheet 
Metal Contractors Assn. of Georgia 
at the fifth annual convention in 
Savannah last month. Other new 
officers are James H. Welch, Valdos- 
ta, vice-president; K. F. Dunlap Jr., 
Macon, treasurer, and B. L. Noblitt, 
Augusta, executive secretary. 

Nearly 250 persons attended the 
convention and heard forum discus- 
sions on gypsum products, sheet 
metal, warm-air heating and air- 
conditioning, and roofing and siding. 
Among the factory representatives 
participating in the latter were Bar- 
rett’s George R. Thomas, Johns- 
Manville’s Foster Walton and Lester 
Forbes, Bird’s J. H. Van Hoy, Celo- 
tex’s A. L. Dent, Ruberoid’s John 
Hall, Armstrong Cork’s J. M. Fowler, 
National Gypsum’s A. W. Everitt. 

On opening day the contractors 
and suppliers toured the Savannah 
plant of the National Gypsum Co. 
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WE ARE ALL SET .. . To give 
your orders careful attention and 
JUST prompt shipment ... WE NEVER 
ADDED STOP MANUFACTURING Pon- 
derosa and Sugar Pine from our 
4 More Dry own large resources . . . top quality 
Kies Our kiln-dried interior trim, jambs, 
Colinas frames, incense cedar venetian blind 
i gctgs Sh slats, glued-up panels, cut stock, 
114 Million 
Bd. Ft. per 


box shook ... 
Charge. What You Want, When You 
Want It. 
Ralph L. Smith Is Your 
Dependable Source Of Supply. 


Mixed Cars to the Trade, 
Our Specialty 











The Ralph L. 


\ SMITH 


Lumber Company 


Mills at 
Anderson and Castella 


Sales Office at 
Anderson, California 


Sugar Pine e« Ponderosa Pine e¢ Douglas Fir 


White Fir e Incense Cedar 











There’s a BESSLER way to do it! 


There's an easier, better 


Yip way to get your home 
tip buyers up into their 
——wt attics and upper floor 


areas! It’s the BESSLER 


DISAPPEARING 
~ STAIRWAY method. 


Used for over 40 years 
in new and old homes of 


every type. Safety- 
engineered in every 
detail. Meets all 
building codes. 
Attractively priced 


FREE BESSLER CATALOG! | 


Gives complete specifica- 
tions on 7 Bessler Disap- 
pearing Stairway models 
Hundreds of thousands in 
daily use. More sales and 
service features than any 
other type. Write now! 


BESSLER DISAPPEARING STAIRWAY CO. 
1900-F East Market Street, Akron 5, Ohio 











JULY, 1954... 


Our No. 50 Quarter-Round 


Steel Plaster Grounds 
(FOR DOORS AND WINDOWS) 


Precision Die-Cut for 
Accurate, Faster Installation 


> Right-hand mitre at one end; 
left-hand mitre at other end. 


> Short flange in 1/2”, 3/4”, 7/8” grounds. 
>» 7’, 7’ 3”, 10’ lengths; 1000 ft. per crate. 


> Four other styles available 
with standard square-cut ends. 


IGEAL fr PERFECT CORED SORTS. Fool 


HERE’S HOW: 





“Nw Snip off 
LSS ~ , portion of 


~ back nailing 


| ee. flange peat. 


to form 
@ perfect 
cope 











At Building Material Dealers or Write Dept. S. B. S. 


2408 N. FARWELL AVE., MILWAUKEE 11, WIS. 


6 Conveniently Located Warehouse Inventories 
for Fast, Efficient Nationwide Service 
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ontloWwe 
TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


MODEL WFT- 2 


cuts wood and 
: resilient floor tile 
> 9° x 9" sq. or diag. © 12” x 12" sq, 
MODEL MPT-1 


cuts and 
bevels 
metal 
wall tile 


up to 5” x 5” sq. 
ond diag. 


MODEL FT-1 


PAT. No, 


cuts all 2641845 


resilient floor tile 
9° x 9" sq. and diag. 
12° x 12° sq. 
MODEL PT-91 
cuts 
plastic 
wall 


tile 
including 8%" 


BLADE RESHARPENING SERVICE 


DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers «Manufacturers 


228 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 





“MILLION DOLLAR CASTLE” TO SPUR BUILDING 


In this scene from “Million Dollar Castle,” Walter Abel, far right, in the role 
of a builder, explains to Beulah Bondi, Kent Taylor, and Bonita Granville 
the many new products and construction techniques used in producing new 
homes today. This $100,000 film is the first full-length dramatic movie de- 
signed to make homebuyers out of viewers. Produced by the National Assn. 
of Home Builders, American Title Assn., and a host of building products 
manufacturers, the film is available for showing to clubs, churches, schools, 
conventions, trade groups, and television audiences. Over 50,000,000 persons 
are expected to see the movie within the next two years. 


Gypsum Board Jobs 
(Continued from page 25) 


Insulating, which features alu- 
minum foil bonded to the back 
surface. 

Sixteen-inch paneling, which is 
a standard board with a photo- 
graphic reproduction of such woods 
as knotty pine, bleached or ribbon 
mahogany, or walnut; a striated 
surface, or a plain surface to be 
papered or painted. 

“Standard” is most frequently 
sold, providing a smooth surface, 
usually for a primer and one coat 
of paint. Wallpaper and other wall 
coverings are easily applied to it. 

For single-ply construction, %- 
inch panels are applied to the fram- 
ing. 

Most manufacturers recommend 
double-ply walls of gypsum board. 
A finish layer of %-inch board is 
laminated by adhesive in opposite 
direction to the base layer, which 
is nailed to studs or joists. The cost 
is not much greater than %-inch 
single applications, since the op- 
eration that takes the most time 
and labor — finishing the joints — 
is required only once. The second 
layer of panels is glued to the first. 
Only several nails are used to hold 


the second layer in place for dry- 
ing, so that the number of nail- 
holes to be finished — and conse- 
quent possibility of “nail pops’ — 
is cut considerably. 

The advantages of double-ply 
construction are greater fire resist- 
ance, greater insulation, less noise 
transmission, and a sturdier wall. 
It also helps offset or overcome 
slightly crooked wall framing or 
old surfaces. 

Gypsum board virtually does not 
contract or expand. In the process 
of manufacture, a certain amount 
of water remains as water of crys- 
tallization. Studs can burn only 
when this water is driven out by 
extreme heat and temperature on 
the other side of the board rises 
to 212 degrees F — after about 30 
minutes for %-inch thickness and 
40 minutes for %-inch thickness. 

In remodeling work, the %-inch 
thickness is applied right over 
cracked plaster, wood, or other 
wallboard. 

Gypsum sheathing, too, is popu- 
lar because of its fire protection, 
economy over many other mate- 
rials, and speed of application. A 
dramatic way to emphasize to a 
customer the advantages of such 
a sheathing — or wallboard — is 
actually to apply fire to one side 
and let the customer put his hand 
on the other side of the panel. 

The 16-inch gypsum board pan- 
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els in wood-grain, striated, or plain 
finish can be applied by the Do-It- 
Yourself enthusiast with minimum 
instruction. The panels are pre- 
finished and joints need no cover- 
ing. Flaking plaster or peeling 
wallpaper should be removed. But 
the panels are quickly applied with 
adhesive to any sturdy surface. 

One small-town dealer — Privat 
Brothers, Inc., in Rayne, Louisiana 
— does a big-town job of selling 
gypsum wallboard by “showing 
and telling” customers who enter 
the store. The entire interior of 
the store was covered with gypsum 
board — walls, ceiling, and even 
paneling to mark off the office and 
merchandise areas. 

A manufacturer’s display is used 
to show how gypsum board is 
applied and list its advantages. 
This display frequently is used to 
sell remodeling jobs. “One ad- 
vantage of gypsum board,” Fer- 
nand Privat pointed out, “is that 
there is seemingly no saturation 
point. 

“Every time a housewife adds 
a new closet, room, or changes a 
wall in any way, she is a potential 
customer for gypsum board.” 

Agreeing with Privat, the Gyp- 
sum Association has outlined an ex- 
tensive advertising campaign aim- 
ed at the estimated $7,000,000,000 
Add-A-Room market. Even houses 
with other types of existing inte- 
rior walls can appropriately fea- 
ture an added room with gypsum 
board or panels on the walls. 

To carry out this promotion, the 
Gypsum Association urges dealers 
to: 


1. Establish their place of busi- 
ness as Add-A-Room headquarters 
through truck signs, displays, di- 
rect mail. 

2. Feature the Add-A-Room 
theme in all radio and newspaper 
advertising. 

3. Team up with local contractors 
to help close prospects. 

4. Be prepared to give advice on 
financing methods and loan sources. 

Another great advantage of sell- 
ing gypsum board over some other 
types of wall construction is its 
ease of handling and stocking. For 
a dry-wall job, the dealer has only 
one major product to deliver — and 
the gypsum board or panels come 
packaged for easy handling by 
hand or fork-lift truck. 

Carloads of gypsum board now 
are loaded so that arms of a re- 
ceiving dealer’s fork-lift truck can 
fit between spacers. The height of 
each stack of board is determined 
in advance by the dealer’s request. 
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"That means thos 
wonderfully 
s-m-0-o-t-h, SO 
easy—to-open 
HIDALIFT fitted 
windows." 


2 enthusiastically endorsed by 
leading architects, builders, and 


homeowners everywhere 


That's be 
balance | 
it boast 
highest 
operatior 
perfect wir 
may be 
the ‘‘L 
stallatior 
Hidalift i 
advertising 
offers alert 


limited prof 











For 
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"Of course, it 
will have the 
best of 


_ everything!" 
nea” INN 
\ 
\ 


»use this streamlined, modern sash 


‘S$ 
QUALITY PRODUCTS FOR OVER A CENTURY 


and prices, contact your nearest 
Hidalift representative. 
GEORGE F. CURRIE 


LAURENCE J. BALDWIN & SON 
6 Carondelet Bidg., New Orleans 12, La 


FRED H. ZIMMERMAN 
)8 Reagan Street, Dallas, Texas 
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everything. Completely concealed, 
itive lifting power provided by the 
lity coil spring. Its smooth-as-silk 
ures positive gliding action and 
fow balance at all times. Tension 
lily applied DURING installation on 
attaching bracket; or AFTER in- 
both the “L’’ and “Cup” types 




























icked by aggressive sales-building 
ind merchandising campaigns 
Jealers, builders and contractors un- 
t possibilities 












literature, detailed information 








» Roswell Rd., N.E., Atlanta, Georgia 
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SPIREX 


SPIRAL-SPRING 
SASH BALANCES 


Complete range of sizes. Only SPIREX 
has all seven of the most wanted features. 


© Can be installed while Sash is in or 
out of frame 


Inctallead 





@ Adjustable after bal is 


@ Only 3-4 turns required to tension 
balance for 24" x 24” sash 


® Positive lifting power 


@ Fits round of square groove either 
%" x Me" or %" x Ve" 


© Quiet operation 


© Shipped in durable telescoping carton 
with easy size number identification 


AVAILABLE IN 
ALL SIZES 


CALDWELL CLOCK-SPRING 
SASH BALANCES 


CALDWELL gucrantees smooth 
trouble-free operation of double 
hung windows for the life of the 
building. 


Tape-locking device speeds 
installation. Window units 
equipped with overhead clock- 
spring balances require a min- 


imum of on-the-job carpentry. Type 242 FT 


| CALDWELL MANUFACTURING CO. 
| 63 Commercial $t., Rochester 14, N. Y. 
Please send catalog and price list to: 





| NAME 
| COMPANY 











JULY, 1954... 





Texas Students Build 
Home Research Cottage 


Assisted by the San Antonio Assn. 
of Home Builders, 40 students have 
undertaken a major construction 
project on Trinity University’s cam- 
pus in San Antonio, Tex. Three co- 
eds and 37 men students—all majors 
in “the Business of Home Building” 
—are helping to build a Home 
Builders Research Cottage. 

The 2,500-square-foot cottage is de- 
signed to serve three main functions: 
(1) to train Trinity home economics 
students in modern techniques of 
home family living, involving multi- 
purpose laboratories for studies in 
nutrition, textiles, child care, and 
related subjects; (2) to provide a lab- 
oratory for Trinity students of home- 
building, and (3) to demonstrate new 
home products and display modern 
materials. 

Mal Schraub, Trinity’s director of 
homebuilding and supervisor of the 
project, said that San Antonio sup- 
pliers would be asked to contribute 
materials and professional services. 


*The research cottage, which will 
conform to Trinity architecture, re- 
ceived its initial impetus when the 
San Antonio Association of Home 
Builders endorsed the project and 
gave $1,350 to the building fund. 

With a value of approximately 
$35,000, the building will be con- 
structed of brick, vertical wood sid- 
ing, and double hung windows. The 
interior will utilize as many different 
kinds of materials as will conform to 
requirements of function and decora- 
tion. It will contain two bedrooms for 
home economics students and a bed- 
room for a resident supervisor; two 
full and two half bathrooms; and a 
combination living and dining room 
for use of students, faculty, and 
homebuilders groups. The kitchen 
area will contain “U,” “L,” and 
“strip” kitchens, with separate and 
different appliances. 

The homebuilders’ laboratory will 
occupy a space ordinarily used for a 
two-car garage. This area will fea- 
ture displays of materials, power 
tools, and other homebuilding items. 

The cottage will be air-conditioned 
throughout and will be heated by a 
variety of methods. 


Profitable 'Garden Corner’ in Lumber Yard 


* Home gardeners are expected to 
spend over $1,000,000,000 for gar- 
den equipment, seeds, and fertiliz- 
ers this year. To get their portion 
of this business, the Livezey Lum- 
ber Company in Aberdeen, Mary- 
land, has installed this Garden 
Corner. 

It is set aside on the sales floor 
of their recently-remodeled build- 
ing by a small white picket fence. 
The area measures 13 feet wide by 
five feet deep. 

Inside the fence is an imitation 
grass floor. Artificial flowers grow 
in two flower boxes and climb up 
trellises in the background. 


Hand tools are fastened to the 
walls. Bulkier items, such as 
wheelbarrows and lawnmowers are 
in front. A display unit holds pack- 
aged goods, such as insect killers, 
fertilizers, spray guns, seeds, and 
other small hand tools. 

Dorsey Ficklin, who is in charge 
of this department, designed the 
whole display. “Grass seeds pro- 
vide our heaviest turnover, with 
fertilizers following close,” Ficklin 
explained. 

The company management cred- 
its the display with doubling sales 
of garden supplies within a month. 
It is kept neat and well stocked. 
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Dolcater Now President 
of Krauss Brothers 


JOHN H. DOLCATER, above, has 
been elected president of the Krauss 
Bros. Lumber Co. He succeeded S. M. 
Krauss, of Seattle, Wash., who now 
is chairman of the board. Dolcater 
continues as general manager and 
treasurer of the Tampa corperation 
that wholesales timber products to 
retail lumber dealers and millwork 
plants throughout Florida. 

Other officers of the firm include 
Donald H. Bennett, vice-president, 
and Wilber R. Davis, Jr., secretary 
and assistant treasurer. The Krauss 
Bros. Lumber Co. was formed in 
Hattiesburg, Miss., but moved to 
New Orleans in 1903. For the last 
30 years it has been located in Tam- 
pa, Fla. 

Dolcater has been an officer of the 
corporation for 25 years. A leader 
in both civic and industrial organiza- 
tions, he has served as president of 
the Greater Tampa Chamber of 
Commerce, Tampa Builders Ex- 
change, Rotary Club, and Boys Club. 
He has been an associate member of 
the Florida Lumber and Millwork 
Assn. since 1921. 

Dolcater’s “first love” among or- 
ganizations is the International Con- 
catenated Order of Hoo-Hoo. He now 
serves as Senior-Hoo-Hoo on the 
Supreme Nine and head of jurisdic- 
tion No. 9. His Hoo-Hoo number is 
37372. 


Outlets for Consoweld 


The following new Southern 
wholesale distributors for Consoweld 
plastic surfacing have been appoint- 
ed by Sales Manager Jack Davies: 

In the Atlanta area, Georgia Metal 
Mouldings — a new branch of Ten- 
nessee Metal Mouldings of Nashville. 
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In the Chattanooga area, Teco Sup- 
ply Co. — a new branch of the Ten- 
nessee Concrete and Supply Co. of 
Knoxville. 

In the Columbia, S. C., area, a 
branch of the same name and man- 
agement as Building Specialty Dis- 
tributors, Inc., of Charlotte, N. C. 


Flooring Distributors 


Sales Manager E. L. Farr Jr. of 
the B. F. Goodrich Company’s floor- 
ing division has named the follow- 
ing as wholesale distributors for its 
Koroseal tile, rubber tile, asphalt 
tile, rubber cove base, and accesso- 
ries: 

Tennessee — Asher-Myers, Mem- 
phis. 

Florida — Crowther Marble and 
Tile Co., Jacksonville. 

Kentucky — Myers Paper Co., Pa- 
ducah. 

Georgia — Pratt-Dudley Builders 
Supply Co., Augusta. 

West Virginia — W. L. Smith and 
Co., Charleston. 


STRICTLY 
wholesale 


STOCKTON, CALIF.: Jack L 
Ford, representative of Tarter, Web 
ster and Johnson, Inc., large whole 
salers of West Coast lumber and 
lumber products, made a tour of the 
South last month. Ford called on 
jobbers and wholesalers in Texas, 
Louisiana, Oklahoma, Missouri, Ar 
kansas, and Tennessee, before re 
turning here. 


SOCIETY HILL, S. C.: The build 
ing housing a furniture company and 
the J. G. Maynard wholesale lumbe: 
firm was destroyed recently by fire 
The building’s 75,000-gallon wate: 
supply was insufficient to put out the 
blaze. 


ATLANTA, GA.: Lindsey L 
Braden is new Atianta territory 
salesman for the local branch of the 
Southern States Iron Roofing Co 
He was transferred from Savannah 
headquarters, where he had been 
assistant manager of the IBM de 
partment, according to Branch Man 
ager Jules E. Petris. Leroy Black 
stone is the new Ssirco metal prod 
ucts salesman in Atlanta. Dickey 
Shurling is north Georgia sales rep 
resentative, while Eddie DeAngelis 
continues serving central Georgia 
dealers. John Cook is the assistant 
branch manager. 


COVINGTON, KY.: The Dwight 
Hinckley Lumber Co. recently ob 
served its 50th year of service to 








| 


CHAMPION 


THE BONDERIZED 
BASEMENT WINDOW 
OF EXTRA VALUE 











VENTILATION 


REMOVABLE 
SASH 


14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a redesigned 
latch which assures positive opera- 
tion under all conditions, 


Also ask about the extra value in: 


VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento Cham ’ Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 


Write us for full information 


Some desirable territories are open 
for representatives and distributors, 
Write for particulars, 


STEEL PRODUCTS 
CO., Inc. 


253 Colorado Ave., Buffalo 15, N. Y. 
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retail dealers in this area. Dwight 
Hinckley has been active in the 
lumber business for 60 years and is 
assisted in business by his son, Tim- 
othy D. Hinckley. The elder Hinckley 
is a past-president of the National- 
American Wholesale Lumber Assn. 


ATLANTA, GA.: Charles J. Huc- 
kleberry, former sales manager and 
official of the Atlanta Plywood Co., 
is now a stockholder and sales man- 
ager of the Perry-Jones Lumber Co. 
This firm is an exclusive wholesale 
concentration yard for West Coast 
lumber and plywood, It is affiliated 
with the Long-Leaf Lumber Co., 
which treats lumber in its Celcure 
and penta-processing plants. Huckle- 
berry has been identified with West 
Coast lumber products for 23 years, 
serving with the Harbor Plywood, 
Long-Bell, Pacific Mutual Door, and 
Morgan Sash and Door companies. 
He is active in Hoo-Hoo and in the 
National Assn. of Commission Lum- 
ber Salesmen. 


ATLANTA, GA.: Clyde G. Perry is 
now sales representative for the 
Flintkote Co. in northeast “Georgia 
and east central Alabama. A grad- 
uate of the University of Georgia, 
he formerly was with the Campbell 
Coal Co., Central Woodwork, Inc., 
U. S. lumber procurement staff, and 
the Perry-Jones Lumber Co, He is 
active in Hoo-Hoo. 


Policy Insures Profit 


A new form of policy, cailed Earn- 
ings Insurance, has been developed 
by the Agricultural and Empire In- 
surance Companies to protect retail 
stores and service enterprises against 
loss of earnings after fire or other 
disaster causes a shut-down. 

Even though every tangible asset 
is fully insured, if an item selling 
for $10 is destroyed, the dealer re- 
ceives only the purchase price from 
his fire insurance company and loses 
the profit mark-up. This new policy 
insures the profit. 





HARBOR 
BRANCH 
MANAGERS 


Heading up the sales 
warehouses of the Har- 
bor Plywood Corp. of 
Aberdeen, Wash., in 
Florida and Georgia 
are the two men shown 
here. 

R. L. (Bob) Stelzer 
took time out while 


the last Florida con- 
vention in Jackson- 

ville to pose with the 
“Handy Panels” dis- 

play rack, at far right. 

He is manager of Har- 

bor’s warehouse in 
Jacksonville. He has 

been with Harbor Ply- 

wood since his gradua- 

tion from Iowa State 
College. Upon return- 

ing from Army duty in 

World War II, Stelzer 

was made manager of my 
the Harbord Mercan- 

tile Co., the firm’s sales 
warehouse in Aber- 

deen, Wash. In 1950 he 

was transferred to 
Florida as assistant 
manager. In August, 1952, he was 
made Florida sales manager. 

After serving as assistant manager 
of Harbor’s Tampa sales warehouse 
for 3', years, Kenneth MacDonnell 
has been made full manager. Pre- 
viously, Stelzer had managed both 
Florida warehouses. Salesmen assist- 
ing MacDonnell are Dan Kelly and 
W. Frank Jones. 

Carl Harbin, a native of Atlanta, 
has been associated with the Harbor 
warehouse in Atlanta, Ga., since 
1936, After three years’ service in the 
U. S. Navy during World War II, 
when he learned much about the 
durability of marine plywood, he was 








EXTERIOR TYPE 
EXT-DIPA’ pasitively 
identifies plywood with 
durable WATER PROOF 
entertaining dealers at give 


made assistant manager of the At- 
lanta operation. When H. W. Van 
Natta was made national sales super- 
visor in 1952, Harbin was appointed 
manager of the Atlanta warehouse. 
One of Harbor’s oldest sales ware- 
houses, it serves a large Southeastern 
area. 

All three managers—Harbin, Stel- 
zer, and MacDonnell—are active in 
Hoo-Hoo and other industry organi- 
zations. 


New Miss. Pine Group 


A chief aim of the newly-organized 
Mississippi Pine Lumber Manufac- 
turers Assn. is to advertise coopera- 
tively the advantages of pine. 

The group’s plan contemplates a 
$61,000 annual budget to cover Mis- 
sissippi and Memphis, Tenn., and 
New Orleans, La., areas through vari- 
ous advertising media. Marks and 
Neese, Inc., advertising agency, will 
handle the account. Funds will come 
from a 25-cent assessment per thou- 
sand of pine sold by members. 

At the formal organization meeting 
in Jackson, May 6, Price Paschall, 
Brandon, was chosen president; A. D. 
Wicks, Jackson, vice-president; War- 
ren Hood, Jackson, secretary-treas- 
urer; J. R. Phillips Jr., Europa, 
Northern director; Tom Gwin, Sum- 
mit, Southern director; Ham San- 
ders, Meridian, Eastern director, and 
Henry Fair, Louisville, Northeastern 
director. 
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Sell 


DONLEY VENTILATORS , 
cone eee for GREATER PROFITS / 


customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap- 


pearance. EZ-Way features Y 4 Triangular ven- 
tilators iY r 
tion. Close study of EZ-Way Fold- a ee ie a pitches. “larger 

\ : ‘ capacity two- 
¢ ¢ piece design 
you the way to best please your cus- available. 


touch-control, balanced spring ac- 
ing Stairway features will prove to 


tomers on auxiliary, low cost storage 
space. 

Write ropay for the illustrated brochure 
providing information and specifications on 
EZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 


300-5 St. Paul Park, Minnesota. 
Builders and tects every- 


where specify ley metal 
louver ventilat These units 


have achieve nal recog 
f-ci ty! 
nition for the h quality eon prt wl 
and sturdy « tion. When inches of free 
air passage, ex- 

you sell Donk entilators, cluding screen 
you can be su { customer effect. 


satisfaction and eat orders. 





The complete li vill answer 
every builder: 











Donley ventilat ire made 
of heavy gauge steel or alu 
minum, all electrically welded 
for strength and durability 


iat 


Lil 
rrTrirt@ 


with insect screening fastened 

to inside face. Stee! units have 

baked-on paint finish. All Quarter ~ circle 
for use in pairs 

have definite a fixed free with 112-square 


, ‘ inches of free 
air opening area. 
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SCREEN FOR @ 





THE QUALITY 





The Donley line ludes sizes 


« Full-size Alcoa Alclad Wire 

+ Full mesh count—Double selvage 

« Lightweight—never needs painting 

« Won't stain masonry or woodwork 
Lowest cost in the long run 
Carefully woven by skilled workmen 
on precision equipment 

+ Meets Bureau of Standards CS 138-49 


and types to meet any venti 
lating need iit any ar- 
chitectural style. In addition 
to the type wn, hip 
roof ventilator ick vents 
and foundation tilators are 
available. 

We have the only electrid baking oven in the nes on gaa psi hee 
country for careful control of the quality 


COATING 


Southern Made for Southern Requirements 
CALL COLLECT FOR CURRENT PRICE LIST 


WHITEHEAD WOVEN WIRE GO. 


Mail: Box 488 « Emory University, Georgia 
Plant at Snapping Shoals, Covington, Ga. 
Phone Collect, Covington, Georgia» 4068 


profits . . st e Donley 
line of metal bui j products 


Write today for the new 

24-page illustrated cat 

alog describing the com Rectangular 
plete line of Donley type available 
metal building products in ten sizes. 
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t pases THE DONLEY BROTHERS COMPANY 
' 13905 MILES AVENUE o CLEVELAND 2, OHIO 
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One-Stop Store 
(Continued from page 30) 


put casters on the units so that 
they could be moved about for 
variety and to help push seasonal 
merchandise.” 

The new display system has 
greatly simpliged the company’s 
inventory checking and ordering. 
Practically all building materials 
except lumber are actually stocked 
on the sales floor, so that a quick 
glance around the store every few 
days permits personnel to keep low 
inventories balanced by ordering 
frequently. 

The Woodward Lumber Com- 
pany introduced its new facilities 
and plant to the public with “open 
house” on March 9 and 10. Several 
factory representatives conducted 
demonstrations of their products. 
The representative for the tool 
sales and rental department, a 
newly-added service, spent nearly 
a week in Augusta, making sure 
that both Woodward personnel and 
visiting customers understood the 
proper use of tools and all they can 
do. 





AVAILABLE AT 
ALL TIMES 


KILN DRIED 
CABINET 
WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 
657 Grant Line Road 
New Albany, Ind. 

a a a 


Despite newspaper delivery diffi- 
culties on the day before the event, 
in which Woodward ran a full- 
page ad, more than 2,000 persons 
registered in the store for the door 
prizes. Among them were a port- 
able charcoal grill, electric mixer, 
paint, %-inch electric drill, door 
knockers, household tool kits, 50 
square feet of plastic wail tile, and 
nylon paint brushes. 

“We didn’t sell much during the 
‘open house’,” Kennedy said. “‘Peo- 
ple didn’t seem to realize we were 
open for business. But the follow- 
ing week the place was jammed 
with buyers.” 

One end of the display room is 
partitioned to form a Curtis wood- 
work kitchen, seen from the out- 
side at the front of the store, and 
behind it is a den or living room 
that is used as the home-planning 
center. The latter is so inviting that 
many women who come in for some 
small item can hardly resist stop- 
ping a moment to relax and look 
through the idea books, current 
home-decorating magazines, and 
free literature. 

This room is paneled in 10 dif- 
terent woods — knotty cypress, 
clear cypress, parana, knotty pine, 
Philippine mahogany, Philippine 
mahogany veneer on plywood, 
birch, hazelwood, Honduras ma- 
hogany, and oak. The company has 
sold many panel orders just from 
this room. When people see the 
price listed on the panels in cents- 
per-square-foot, it overcomes a 
preconceived notion that knotty 
pine is all they can afford. 

The planning room ceiling fea- 
tures four treatments: select and 
unselect striated plywood block, 
acoustical tile, and fiberboard 
blocks. 

Two mantels are shown, one at 
each end of the room. Also shown 
are a ceiling fan, double-hung 
windows, corner china cabinet, 
telephone cabinet, and _ ironing 
board cabinet. 

The table is made of two flush 
doors attached to iron legs, sold 
by Woodward in packages. Even 
matching chairs were made with 
the iron legs and back frame, ply- 
wood seat and back, and covered 
with plastic materials — a nice 











FOR SALE BY OWNER 


Retail lumber and hardware business, 
located in Southwest Louisiana. This is 
a real opportunity. Owner wishes to 
retire. Address Box 44, SOUTHERN 
BUILDING SUPPLIES, 806 Peachtree St., 
N.E., Atlanta 5, Georgia. 











job for any home handyman. 

On a slightly-raised platform, 
eight kinds of flooring are shown 
as they would look in a home. 

One addition to the merchandise 
lines that has quickly achieved 
surprising popularity is a line of 
aluminum screen wire, aluminum 
framing, and hardware. A compact 
display shows the customer how 
he can build his own custom 
screens in little time. 

Another compact stand, with 
slanted counter top at convenient 
height for customers to turn pages 
of a sample book while standing 
up, holds Easi-Bild patterns for 
home workshop use. “This gives 
customers ideas for home projects 
they hadn’t thought of them- 
selves,” explained W. L. Lee, sec- 
retary-treasurer. “Sometimes after 
casually flipping through pages of 
the pattern book, a home handy- 
man will come back later, look up 
the pattern, and take the materials 
home for his project.” 

Two weekly television spots 
demonstrate use of various prod- 
ucts for Woodward Lumber Com- 
pany. A “skeleton crew” keeps the 
store open on Friday nights, and 
husbands and wives are invited 
through advertising to come into 
the store together that night. 

The company also uses two 
radio spot announcements a day, 
four classified newspaper ads daily. 
The firm has hired an advertising 
agency to prepare copy advising 
the the best use of the budget of 
two per cent of sales the company 
has ‘allocated for advertising. 


PC Praised for Its 
Mobile Product Exhibit 


Reports indicate that the Caravan 
of Quality Building Products, with 
showings in 33 major markets 
throughout the nation, is securing 
even more attention than the spon- 
sors had originally hoped for. 

It contains some 45 specially-built 
exhibits of members of the Producers 
Council, national organization of 
building material manufacturers. 

The uniform construction of all 
booths gives added importance to the 
products and descriptive literature 
being shown. It solves the old prob- 
lem of one booth outshining another. 
After seeing the initial showing in 
Pittsburgh, a board member wired 
the PC office: “We can predict an 
overwhelming promotional success 
which will enhance the prestige of 
all chapters.” 

Several architects commented that 
it was the “finest building material 
exhibit in history.” 
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When QUALITY and SERVICE count 


call for 
-PLYWOOD 
-LUMBER 
3 OORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 


G-P PRODUCTS—G-P Ripplewood Textured Paneling + 
GPX Plastic-faced Plywood « G-P Crownply Hardwood 
Plywood « G-P Plysheet Southern Plywood « Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors + 
Hardwood Flush Doors * Cypress and Redwood Lumber 
¢ Southern Pine *« Southern Hardwood Lumber * Western 
Lumber « Treated Lumber and Timbers + Residential and 
Factory Flooring * Mouldings. 


MG KORGIA — PACIFIC 
PLYWOO080 COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 








CLEVELAND 


BUILDING SPECIALTIES 


@ VENTILATORS 
@ SIDING CORNERS 
@ WALL TIES 


TIMBER 
RING 


RIBBED STEEL pir tem 


CROSS BRIDGING @ LINTELS 


Write for Complete Catalog 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 
3761 E. 91st STREET ¢ CLEVELAND 5, OHIO 





28 of the 30 


b dealers who took the 
blindfold test 
found L-0-F easiest to cut 


heey-o-cue WINDOW GLASS (= 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 








take a 
good look at 


INCENSE CEDAR 


one of 10 woods from the 


Great resistance to decay, fine dimensional stability, 
high insulation quality make Incense Cedar a superior 
wood for all weather-exposed jobs. Lightweight, workable, 
paintable, it is an economical wood. Its reddish-brown 
color, silky surface, delicate grain and spicy fragrance 
suit it for fine woodwork and closet linings. 


Incense Cedar comes in 3 select and 5 common grades. 
You can order it in mixed cars—together with the other 
woods of the Western Pine region—from most Western 
Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


INCENSE CEDAR 
LARCH 
DOUGLAS FIR 
WHITE FIR 
ENGELMANN SPRUCE 
RED CEDAR 
LODGEPOLE PINE 
get the facts 


to help you sell INCENSE CEDAR 


Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portland 4, Oregon 


the Associated Woods 
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Box 5133, 


The ayes of Texas are upon us! Now, 
we proudly announce a Dallas plant 
to serve dealers and distributors in 
this area. 


East or west... for new 
construction and for 
replacements: 


Here’s why: 


Only Loxcreen has 2-way-pull Spring Latch. 
Once set it keeps tension side-to-side, top-to- 
bottom, 


Only Loxcreen has 2-way length adjustment. 
Extra folds of screening, and floating bar allow 
adjustment to perfect closure regardless of win- 
dow frame variations. 


Lifetime aluminum bars, full-length screening 
and hanger assembly come in a simple, com- 
plete package your customer will buy across the 
counter, Installation is so easy, the housewife 
can do it herself in 5 minutes. Naturally, these 
satisfactory screens boost your volume and 
profits! 


THE SCREEN IN THE WINDOW SHADE CLASS 
Write for details——THE LOXCREEN COMPANY 
Columbie, $. C. of 2120 Irving Bivd., Dallas, Tex. 
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Murphy, D. 
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T Beautifully designed, 

ribbed, heavy 

channel, 


N Tennessee Coal, Iron & Railroad | 1/16" by % 
Div. U. S. Steel Corp. 10 | (Choice of lineal 





National Business Publications.. * ‘aa « i pln yee —_ 
National Fund for Medical ed). 
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National Lock Co. 
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Portland Cement Co, 
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Door Channel! is mitred 90 


heavy, die cast insert 


0 double locks miter, elimi- 
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nating corner gussets. 
O'Callaghan, W. L. , , - 
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Cash in with this new profit maker now 
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THERE IS ONLY ONE.... 
window that meets the 10 most important requirements 
that experts* agree really are important in a window. 


Refer to SWEET'S FILE 16 


-@- 


Producers’ Council, Inc. 


AMOUNT AND QUALITY OF VENTILATION 
100% draft - free ventilation, because sash 
opens to almost 90°. 


POSSIBILITY OF CONTROL OF 
VENTILATION 

Perfect control in all positions from slight 
crack - one sash to full 100% opening of 
all sas 


EASY OPERATION OF WINDOW 
Fingertip action roto-operator and friction- 
free, precision Ealenaek patented Auto-Lok 
hardware insures easy operation regardless 
of size. Windows never stick. 


WEATHER PROTECTION WHEN WINDOW 
1S OPEN 

With patented Auto-Lok hardware, there is 
healthful, refreshing ventilation during rains. 


WEATHER-TIGHTNESS WHEN WINDOW IS 
CLOSED 

Tightest closing window ever made. Patented 
Auto-Lok device plus weatherstripping auto- 
matically seals window tight. 


OBSTRUCTIONS TO VIEW (RAILS AND 
MUNTINS) 

Although sash are extra strong, beautiful 
sight lines are retained. Concealed hardware 
eliminates exposed mechanism. 


FIRST COST 

Because of Ludman’s streamlined marketing 
methods, Ludman’s wood windows with 
patented Auto-Lok hardware cost no more 
than ordinary old-fashioned windows. 


MAINTENANCE COSTS 
Simplified operation eliminates wearing parts, 
no periodic adjustments necessary. 


WINDOW GLASS CAN BE CLEANED FROM 
INSIDE 

No gadgets to disengage, no sash to remove. 
Just open window and it’s ready to clean, 
top sash, too. 


WINDOW FITS IN WITH PLANS FOR 
SCREENS, STORM SASH, BLINDS, ETC. 
Interchangeable, inside screens and storm 
sash are easily placed and removed. Just flip 
clips, no tools required. 


*Windows in Modern Architecture” by Geoffrey Baker and Bruno Funaro 
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THERE 1S ONLY ONE.... 
whose program produces bigger 
profits for dealers everywhere! 


FAST SALES. Ludman’s promotional skill creates en- 


thusiastic demand among architects, builders, consumers. 


EASY HANDLING. Each unit completely assembled. 


One delivery to the job, no spare parts to stock or lose. 


QUICK PROFITS. Ludman products are priced right, 


discounts are liberal, profits big. 


FAST DELIVERY. Ludman has a network of jobbers 


all over the country. 


BUILDER PROMOTION. Builders in your area are 


constantly barraged by advertising and promotion. 


NATIONAL ADVERTISING. Ludman has the most 


extensive national coverage in the window industry. 


PROTECTION. You're the top man in the Ludman 


program. Ludman protects vour interest. 


ne ee 


ar mgann enn 


WINDOW ENGINEERING 


Toe 2 aah SR 


y As 


THERE IS ONLY ONE...- 
LUDMAN wood window with 
patented Auto-Lok hardware ! 


Because the Ludman wood window with patented 
Auto-Lok hardware is the best, there will be imi- 
tators.... but THERE IS ONLY ONE Ludman. 


Because of Ludman’s scientific research .... 
engineering superiority .... tried, tested and 
proved experience . . . . 100% quality control... 
financial stability . . . . because Ludman has the 
largest plant of its kind in the world... . biggest 
network of jobbers and dealers of awning windows 
.... greatest field assistance by largest sales force.... 
most complete pre-selling program through its 
national advertising, merchandising and sales 
promotion activities .... Ludman’s wood window 
with patented Auto-Lok hardware is and always will 
be America’s most wanted window. 


Don’t experiment on unknown makes when you 
can have the patented precision-made window 
engineered by the pioneer and largest producer in 
the field. 


Ludman wood windows are always uniformly better, 
This better quality will give you the quick turnover 
and profits you want! Your customers demand 
patented Auto-Lok hardware that no other window 
can have. Beware of windows that look like 
Ludman — THERE IS ONLY ONE Ludman wood 
window with the patented Auto-Lok hardware that 
can give complete satisfaction. 


The Ludman Corporation announces the ap- 
pointment of two more of the nation’s leading 
wood jobbers: JAMCO Window Unit Corpora- 
tion, 129 - 51st Street, Brooklyn, New York, 
and GREGG & SON, 31 Blandin, Framingham, 
Mass., to their ever-growing network of na- 
tional representation. 


Your inquiries for dealership are invited for the Ludman wood 
window with patented Auto-Lok hardware. 


LUDMAN CORPORATION, North Miami, Fla. 


World's largest manufacturers of awning windows, 
jalousies, shower door tub enclosures. 


Factory Sales Offices 
NEW YORK * CHICAGO ¢ WASHINGTON, D.C, © ATLANTA 
ST. LOUIS * HOUSTON e¢ SAN FRANCISCO ¢ MIAMI 


LUDMAN CORPORATION, Dept. SBS7 
North Miami, Florida 


Gentlemen: Please send complete information about these 
Ludman products 
WOOD WINDOWS |_| JALOUSIES 
SHOWER DOOR TUB ENCLOSURES 
Nome.... 
Title 


Company 


City... 
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TO SERVE 
YOU BETTER... 


DIVERSIFICATION 


For almost a half century buyers of lumber 
have depended on Frost. Among the many 
reasons... Frost’s unusual diversification of 
forests, plants and manufacturing facilities. 


450,000 acres of timberlands ranging 
from southern Arkansas across Louisiana 
and into east Texas mean a never-ending 
supply of quality pine and hardwood logs. 


Sawmills at Huttig, Arkansas; Mansfield, 
Louisiana; and Nacogdoches, Texas, repre- 
sent a diversity of location and equipment 
for filling promptly even the most difficult 
orders. Our Shreveport flooring and treat- 
ing plants give added flexibility in tough 
mixed-car shipments. 


For the premium quality and good 
service that diversification permits 
-+-mark your next order FROST. 


wa oN 
FOREST PRODUCTS DIVISION OF OLIN INDUSTRIES, INC. 
SHREVEPORT ° LOUISIANA 


Producers of Frost Golden Pine @ Flooring e@ Hardwoods e Treated Materials @ Outdoor Furniture 





